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Sparks 


ttery is running down. 
* * * 
ill picket the portals while 
eteers are getting port? 
+ * * 


With the shortages over, the 
proverbial baby symbolizing the 
new year will again be afforded the 

Muxury of diapers, we presume. 

' * * * 

| Soon we will hear about the State 

Sof the Nation from the President. 
udging from the number of ap- 
"pointments from Missouri, there 

ems to be little doubt as to which 

- considers THE state. 

* * * 

One Miss America is enough. 
The public prefers the Atlantic City 
Queen to remembering 1946 as the 
year that produced that Pistol 
Packin’ Mama, otherwise known as 
Miss Portal-to-Portal Pay. 

* * ¥ 

Less than 60,000 workers were 
on strike in the week before 
Christmas, according to govern- 
‘ment figures. Only 10 strikes in- 
WVolved 1,000 employes or more; 
‘most of the 118 walkouts covered 
ewer than 100 persons. 

7 x * 
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‘Skeptical 

Labor’s need for more? 

So few workers showed up the 
day after Christmas that Fed- 
eral Truck and Briggs Body had 
to close some of their plants. 

* * * 
Protection 

About 40 percent of the em- 
ployes in private industry (exclud- 
ing agriculture) have insurance or 
Some other form of protection, 
against loss of wages due to tem- 
porary disability, a survey by the 
Chamber of Commerce of the 
United States shows. 

The average amount of protec- 
tion is $17 a week, and one out of 
five received benefits during 1945. 

* * * 


Fewer Short Shares 


The short interest on the New 
York Stock Exchange declined 33,- 
824 shares to 893,178 for the month 

mded Dec. 13. Among the automo- 
itive issues which registered a drop 
fin short interest were Chrysler, 

eneral Motors, Graham-Paige and 
Packard. 

The short shares held in Stude- 
maker were up slightly in the re- 
port released last week to 5,444 
rom 5,430 in the previous month’s 

eport. 








Top Cars 
New car registrations reported 
4 im Automotive News today: 
im} 1946 1941 
1 Pos. Make Pos. 
} 1—252,324 Ford 551,332— 
ff 2—212,520 Chev.  811,901— 
38—173,292 Plym. 416,061— 
4—108,605 Dodge 195,725— 
5— 83,026 Buick 278,052— 
6— 75,305 Pontiac 258,985-— 
7— 64,346 Nash 71,1381—12 
8— 60,005 Olds. 208,659— 6 
9— 56,396 Hudson 66,339—13 
10— 52,883 Chrysler 132,059— 8 
ll— 44,338 De Soto 83,150-—-10 
12— 48,598 Mercury 73,354—11 
18— 43,206 Stude. 101,828— 9 
14— 25,868 Packard 60,081—14 
15— 15,114 Cadillac 53,459—15 
16— 7,408 Lincoln 16,447—16 
Total All Makes 
1,821,325 3,402,491 
For further details, see page 
20, today’s issue. 
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LATE IN 1941, TWO-YEAR-OLD Kenneth Wilson posed for a New Year's 


photo- 


graph on top of the hood of a Studebaker Commander. This year he posed again— 
same boy, same cap, same gloves, same wrench—but with a 1947 model car. In the 
interval between, Kenneth was growing into boyhood. During the same period 4,000,000 
passenger automobiles were junked in this country and at least half of the 25,000,000 


others re 


in service only because no replacements existed. According to some 


prognosticators, several more years may be added to Kenneth’s life before the industry 
returns to its free sale, immediate delivery, prewar days. 





Industry Looks to Congress 
As Portal Pay Suits Soar 


By George Deery 
Staff Writer 

DETROIT.—Fast-moving events 
of the past week saw the small 
amount involved in the Mt. Clem- 
ens Pottery Co. portal-to-portal 
pay case become the hub of an 
accumulating demand that rivaled 
a snowball rolling down hill. 

By the year’s end it had become 
a $6 billion snowball whose chances 
of disintegration lay in heat direct- 
ed by Congress through proposed 
measures limiting the period for 
which back pay could be collected. 
Another factor which lessened the 
possible effects of the case was the 
interpretation by some that the 
unions are using this method pri- 
marily to soften up industry for 
further wage demands. 

Others found consolation in 
the statement by Federal Judge 
Frank A. Picard of Detroit that 
“from my knowledge of the Mt. 
Clemens (Pottery) case, there is 


Cadillac Switches 
To ’47s Without 


M issing a Beat 


DETROIT.— Only two feet be- 
hind the last 1946 model, the first 
1947 Cadillac rolled off assembly 
lines here at 3:29 p.m. Friday (Dec. 
27). Embodying only minor changes, 
the Cadillac was the first General 
Motors model for 1947. 

Detroit’s Mayor Jeffries attended 
the brief ceremonies along with 
Cadillac officials, headed by John 
F. Gordon, general manager, and 
Don Ahrens, general sales man- 
ager. 

The changeover was made 
without losing a car, bringing 
production of 1946 Cadillacs to 
29,000. Originally, 59,000 of the 
1946 cars had been scheduled. 

The 1947 Cadillac, which will be 
publicly announced Jan. 5, features 
a revised front grille which gives 
the car the effect of being wider 
and lower. There are also minor 
“design touches which enliven and 
refresh the interior and exterior.” 

New colors are also available, 
and the complete Cadillac line is in 
production, Gordon announced. 
Available are the Hydro-Matic 

(Bee CADILLAC, Page 19, Col. 4) 








no reason for this hysteria that 
is evidently causing sleepless 
nights for some enterprises.” 
The U. S. Supreme court deci- 
sion upholding portal-to-portal pay 
must still be interpreted by the 
lower courts, Picard said. The high 
court has instructed him to set 
the awards. A decision is expected 
in about two weeks. 

Picard added: “I realize that, 
while my interpretation of what 
the Supreme court meant will not 


be binding upon any other court, 
(Continued on Page 21, Col. 1) 





Production 


Automotive News Estimates, 
U. S. Cars, Trucks 


92,513 


q we 


Last Prev. 1941 
Week Week 


For complete production totals 
by makes, see table, page 19. 


60,141 




















Full Blast Car Output 
Seen by Middle of ’47; 
Trucks Highspot 1946 


2,149,000 Autos, 936,000 Commercial Units in ’46; 
Sheet Steel Facilities Hold Key for Year; 
Chevrolet Wins Race with Ford 
By Bernie Thomas 
Staff Writer 

DETROIT.—Despite the fact that week after week some- 
thing slowed down a part and sometimes nearly all of them, 
U. S. makers will end 1946 having turned out approximately 
2,149,000 cars and 936,000 trucks, according to AUTOMOTIVE 
News tabulations. Bright spot of a bad year was the fact 


that civilian truck output 
registered an all-time high, 
while combined car and truck 
output during the last three 
months of 1946 topped that of the 
entire first six months. 

If automobile plants had been 
able to operate all year at the 
same pace set in October, when 
285,562 cars and 109,953 trucks 
were built, total 1946 output 
would have included more than 
3,400,000 cars and 1,200,000 trucks. 

But continued shortages of sup- 
plies and parts, supplier strikes 
and government controls played 


1946 Car Output 
By Quarters 
Cars 





Trucks 

123,000 
215,000 
291,000 
307,000 


First Quarter .. .198,000 
Second Quarter. .446,000 
Third Quarter . .703,000 
*Fourth Quarter .802,000 





Grand Total. .2,149,000 936,000 


*December estimated. 





havoc with production schedules 
throughout the year. Also, there 
were major strikes in the coal and 
steel industry. 

For example, the second coal 
strike of the year is estimated by 
the Automobile Manufacturers 
Assn. to have cost the assembly 
of more than 100,000 cars. Earlier 
strikes in coal and steel are esti- 
mated to have cost about 1,200,000 
cars. 

This year’s output has been 
disappointing, but many auto in- 
dustry officials hold to the opin- 
ion that, if strikes do not throt- 
tle the industry again in 1947, 
U. S. plants may be able to turn 
out about 4,000,000 cars and more 
than 1,000,000 trucks. 

When the new year begins, sheet | 
steel will continue to deter future 
increases in output. But by July 


many industry experts believe that | 


(Continued on Page 19, Col. 1) 











Pratt to Head 
AMA’s Sales 
Chiefs Group 


DETROIT.—George H. Pratt has 
been appointed chairman of the 
Sales Managers’ committee of the 
Automobile Manufacturers Assn., 

— it was announced 
Friday by George 
Mason, AMA 
president. 

Pratt, general 
sales manager 
and a director of 
Hudson Motor 
Car Co, was 
named to the post 
for the calendar 

year of 1947. He 
succeeds Kenneth 

George H. Pratt & Elliott, vice- 
president in charge of sales, Stude- 
baker Corp. 

An automotive industry veteran, 
Pratt entered the business in 1912 
with the Kissell Motor Co. at Hart- 
ford, Wis. Seven years later, he 
assumed a_ sales position with 
Chevrolet. In 1923 he joined Durant 
Motors as a zone manager, later 
becoming assistant sales manager. 

Pratt joined Hudson in August, 
1927, as a field sales representative 
and held district and zone man- 
agerships before his appointment 
as sales manager in 1937. He was 
promoted to general sales manager 
in April, 1939, and was elected a 
member of the company’s board of 
directors in May, 1945. 

One of the most significant ac- 
tivities of the Sales Managers’ 
|committee in 1946 was the estab- 
|lishment, in conjunction with rep- 
resentatives of the rubber and 
petroleum industries, of an inter- 
industry safety committee. 
| To help carry out the recom- 
Col. 4) 





| (See PRATT, Page 21, 





Mallon Urges Dealers to Build Reserves 


By William Ullman 
Washington Correspondent 

WASHINGTON.—Although gen- 
erally optimistic over 1947 as a 
whole, William L. Mallon, presi- 
dent of NADA, 
last week urged 
the nation’s auto 
dealers to adopt 
a conservative 
policy on expan- 
sions, to build an 
adequate reserve, 
to help force 
prices down and 
start rebuilding 
sales organiza- 
tions. 

In an exclusive 
statement to AvuTomoTivE News, 
Mallon declared: 

“A major portion of the auto- 
mobile dealers’ problems at this 


Wm. Mallon 





time, as we stand face to face 


| with a new year, is involved in 


the matter of automobile produc- 
tion. The present shortage of 
new cars has brought upon them 
duties and responsibilities of a 
most trying nature. This unhappy 
circumstance is two-fold. It in- 
volves not only serious distribu- 
tion problems, but it also means 


|entirety, I am inclined to feel that 
it may prove a period of improved 
|conditions for the retail automo- 
bile industry. However, I am rath- 
er pessimistic over the immediate 
future the first six months 
|of the new year. Much will de- 
|pend on the labor’ situation. 
“After the first of July, however, 
perhaps things will straighten out. 


reduced income by reason of the (1 hope so and would not be sur- 


limited number of cars we have 
to sell. 

“What the year 1947 will bring 
in the way of new car production 
is a matter that cannot be fore- 
told by anyone. But, taken in its 


In This Issue 


Dealer Business Counsel 
Automotive Washington ..... 
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| prised if, throughout the year, we 
| would see a production of 4,000,000 
passenger cars and 1,000,000 com- 
mercial vehicles. Most of these 
vehicles would, of course, be pro- 
duced during the last half of the 
year. 

“My advice to the individual 
dealer is to adopt a conservative 
policy with regard to such commit- 

(See MALLON, Page 19, Col. 1) 
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the 
broadcasts a 
special message to New England listeners 


ALFRED P. SLOAN, chairman of 
board of General Motors, 


on the Yankee Network's ‘‘Let’s Talk 
About Automobiles,’’ a good-will series 
aired weekly by the automobile dealer as- 
sociations of the six New England states. 
Sloan expressed his belief that 1947 will 
bring an improvement in the automobile 
situation, barring work stoppages, and 
declared that it was his hope that the 
series of broadcasts would lead to ‘‘a bet- 
ter understanding of each other's prob- 
lems.”’ 





53,000,000 Beats 10-Year 


Record... 





Ten-Month Tire Output 


Tops Full Year of ’40 


NEW YORK.— Passenger car 
tire production during the first 10 
months of 1946 exceeded total an- 
nual production for any year in 
the past decade. 

This measure of the industry’s 
reconversion effort was _ reflected 
last week in the report of Rubber 
Manufacturers Assn. that manufac- 
turers had built more than 53 mil- 
lion tires through Oct. 31. Highest 
previous annual output was chalked 
up in 1940 when the industry pro- 
duced 50,965,000 units. 

October’s all-time high monthly 
production sent the year’s output 
soaring past all previous records. 
For that month, production reach- 
ed 6,666,470 units in passenger car 
sizes. At the same time, the indus- 
try went into its still abnormally 
low inventories to actually ship 
more tires than it produced. 

October shipments totaled 6,917,- 





Highway Groups Joining 
To Study Auto Excises 


WASHINGTON. — Joining forces 
to drive for repeal or reduction of 
federal automotive excise taxes, 
several highway user groups with 
headquarters here have undertaken 
studies covering the development 
of these excise levies.’ Preliminary 
work on study has been compiled 
and just released by the National 
Highway Users Conference. 

The scope of the compilation in- 
cludes legislative and chronological 
histories of each of the various 


Klingler Hopeful 
For Car Output 
In Last Half 


PONTIAC.—Pontiac Motor dur- 
ing 1947 will strive to meet the 
eaptinuing barriers to full produc- 

‘ tion with _ the 
same efforts 
which enabled it 
to produce 137,- 
640 cars during 
the 1946 model 
run, declares 
General Manager 
Harry J. Kling- 
ler. 

During the first 

- six months of 

; 1947 it will be 
Marry J. Kilngler = difficult for the 
industry to show a decided upturn 
in. production, he believes. How- 
ever, he feels there is an oppor- 
tunity to increase car output in 
‘the last half, the controlling fac- 
tors being the same that governed 
production in recent months. 

“Hot and cold rolled and strip 
steel remain the most pressing 
need with Pontiac,” Klingler said. 
“The supply situation in regard 
to other steel types used in car 
production and other items, such 
as coke and pig iron, also have 
important bearing on 1947 produc- 
tion. The cast iron situation may 
at a later day be the controlling 
factor in the supply of 1947 
models.” 











automotive excise levies and tabu- 
lation of revenues derived from 
them. 

The study concludes that these 
taxes were enacted as temporary 
emergency measures to raise gen- 
eral revenue. This work also refutes 
the assumption of any connection 
between revenue raised under their 
provisions and federal disburse- 
ments made under the federal-aid 
highway program, which reflect the 
fulfillment of the federal govern- 
ment’s constitutional obligations. 

The study shows that the federal 
excise tax bill paid by highway 
users for 1945 totalled more than 
$744,000,000, twice that of 1939. 
Since 1918, earliest year in which 
these imposts were collected, the 
yearly amounts paid by highway 
users have increased over 30 times. 


Willys Assembly 
To Be Resumed 
At L. A. in °47 


LOS ANGELES. — The Willys- 
Overland Pacific Coast assembly 
plant in Los Angeles, converted to 
an aircraft subassembly factory 
during the war, will reopen in 1947 
with approximately 700 employes, 
the firm announced last week. The 
plant consists of six buildings with 
375,000 square feet of space on a 
20-acre tract on Randolph St., May- 
wood. 

James J. Welker, general man- 
ager; H. W. Riley, supply man- 
ager, and J. D. Mooney jr., pro- 
duction manager, all of the West 
Coast division of Willys-Overland, 
were here last week in connection 
with the reopening. 

The work of equipping the plant 
and eretting new assembly lines 
will begin shortly after Jan. 1. The 
factory is expected to open some- 
time during 1947. No date has been 
set due to the uncertainties of 
present day construction. The as- 
sembly lines will be of the most 
modern type, and equipped with 
time and labor-saving devices. 











A PORTION of Nash Motors’ new Memphis zone office and parts warehouse. The 
15,000 square foot headquarters is the latest addition in the Nash program to provide 
dealers increased field facilities, according to R. L. Alexander, zone manager at Mem- 
phis. The new zone will serve all of Western Tennessee including Nashville, the Mobile 
area, the Florence tricity area, all of Louisiana, the toe of Florida and Arkansas 
(except Texarkana). 





300 units—5,474,354 to motorists for 
replacement, 1,393,954 to motor ve- 
hicle manufacturers as original 
equipment, and 48,992 to export. 

RMA’s monthly report put pro- 
duction for the 10-month period at 
53,987,452 passenger car tires, 12,- 
929,111 truck and bus tires and 61,- 
747,845 inner tubes in both pas- 
senger and truck sizes. 

The report covered only automo- 
tive pneumatic casings. It did not 
include motorcycle and bicycle 
tires, solid rubber tires, or pneu- 
matic tires for aviation, agricul- 
tural and industrial equipment. 





Rolls-Royce Hikes Prices 


To $17,166, $18,972 

LONDON.—The prices of the 
Rolls-Royce cars have been in- 
creased to a grand total of $17,- 
166 for the light sports saloon 
model and $18,972 for the tour- 
ing limousine, according to an 
Associated Press report. 

The new prices include a $3,- 
733 purchase tax on the saloon 
and a $4,125 purchase tax on 
the limousine. Rolls-Royce, Ltd., 
and Bentley Motors, Ltd., the 
manufacturers, were said to 
have attributed the increases to 
higher materials and labor costs. 


CPA Controls 
On Lead Are 


Removed 


WASHINGTON. —The Civilian 
Production Administration of the 
Office of Temporary Controls an- 
nounced last week that the war- 
‘ime control of lead, Order M-38, 
would be revoked at once. 

The action was taken on the 
basis of virtually unanimous rec- 
ommendations of the lead produc- 
ing and using industries. 

The effect of revoking the order 
will be to lift the present limita- 
tions on the quantity of lead that 
various industries may purchase 
or use. 

At the same time, CPA an- 
nounced that since industry now 
may purchase lead from foreign 
sources and domestic producers 
are no longer required to reserve 
any part of their production for 
allocation by CPA, requirements 
of the industries using lead must 
be purchased either from domestic 
or foreign production. 

CPA is requesting the RFC not 
to make lead available from gov- 
ernment stocks. CPA is discon- 
tinuing its allocation of lead effec- 
tive immediately. | 





Ethyl to ati Short 


Despite End of Curbs 

NEW YORK.—With the removal 
of all government restrictions on 
the production and use of tetra- 
ethyl lead, Earle W. Webb, presi- 
dent of Ethyl Corp., made this 
statement last week. 

“During the period of govern- 
mental controls, inventories of 
metallic lead and tetraethy] lead 
in our manufacturing plants have 
been necessarily reduced to rock 
bottom. Metallic lead is still short. 

“It will be necessary to obtain 
increased supplies of it before we 
can assure our customers of all the 
Ethyl antiknock compound they 
will want to meet the demands 
from the public.” 


U. S. Action Awaited 


On Dealer Buildings 
DETROIT.—Dealership build- 
ing plans are so far unaffected 
by the liberalization of the gov- 
ernment housing program, John 
D. McGillis, district construc- 
tion manager of CPA, said last 
week. The initial announce- 
ments were confined mainly to 
the easing of limits on homes 
for veterans and non-veterans. 
McGillis said that rulings af- 
fecting construction of dealer 
buildings and other commercial 
structures might possibly be re- 
leased during the coming week. 














A HINT OF THINGS to come in rer design 


may be seen as Harold T. 
for Ford, at left, chats with 





Youngren, vice-president and 


Thomas L. Hibbard (right), newly counted director of styling, and with George W. 
Walker (center), Ford styling consultant. Hibbard, who joined Ford in 1940, has de- 
signed special bodies for Packard, White and Locomobile. 





Car Exports Put at 135,000, 






4° Stes tot 


OSM ee 

















Trucks at 190,000 in ’°46 


DETROIT.—Final figures on ex- 
ports for 1946 will show that the 
U. S. industry shipped to foreign 
markets about 135,000 passenger 
cars and 190,000 trucks and other 
commercial vehicles, according to 
a compilation by David J. Wilkie, 
Associated Press automotive editor. 


Except for strict governmental 
controls, the industry probably 
would have exported a greater por- 
tion of its car and truck output, 
Wilkie reported. The controls limit 
passenger car exports to 6.3 per- 
cent and truck shipments overseas 
to 20.4 percent of yearly output. 

The industry hopes for relaxa- 
tion if not complete removal of 
the restrictions early in 1947. Its 
spokesmen declare that in the face 
of foreign markets, British car and 
truck manufacturers are exporting 
half of the passenger vehicles and 
one-third of the commercial units 
produced. French manufacturers, 
they assert, are exporting about 70 
percent of their car production. 

Reports of fantastic prices being 
paid in foreign centers for new 
American-made motor vehicles 
bring from the manufacturers the 
statement that every vehicle ship- 
ped from U. S. factories yields the 
industry only its established list 
price. The stake in the export mar- 
ket, they add, is much greater than 
immediate profit on the limited vol- 
ume of shipments possible under 
prevailing restrictions. 

The greatest number of Ameri- 
can-made vehicles shipped abroad 


New Rim Hailed 
409, Additional Mileage 
Claimed by Firestone 
AKRON.—Firestone Steel Prod- 
ucts Co. last week announced that 
a war-born method of keeping bul- 
let riddled tires on rims has been 
converted to peacetime use, with 
the result that a new, wide rim 
increases original tread mileage up 

to 40 percent. 

Available to truck, bus and trail- 
er operators, the rim is hailed by 
Firestone engineers as a great ad- 
vance. Research, it was said, shows 
that a rim should be 70 percent 
as wide as the cross section of the 
tire it carries. 

Firestone said that tests indicate 
up to 30 percent of the increased 
tread mileage is due to the wider 
rim while an additional 10 percent 
is added by the elimination of tire 
wobble. 








in any one year was 451,095 pas- 
senger cars and 282,667 trucks in 
1929. This represented nearly 10 
percent of the industry’s passenger 
cars and almost 37 percent of its 
truck production. 


NUCDA to Ask | 





Congress to Ban 


J 

Suits by OPA 

CHICAGO.—The National Used 
Car Dealers Assn. will ask the new 
satay to pass a bill preventing 

; the OPA division 
of the Tempo- 
rary Controls Ad- 
ministration from 
prosecuting the 
10,000 civil and 
1,000 criminal! 
cases it has in- 
stituted or plan- 
ned against used 
ear dealers. 

J. B. Caldwell, 
vice - president 
and manager of 
NUCDA, disclosed this move here 
last week when he addressed a 
meeting of the Greater Chicago 
Used Car Dealers Assn. 

Headed by E. A. Addison, the 
Chicago used car dealers raised 
$2,400 for the national associa- 
tion’s activities and presented 4 
check for this amount to Caldwell. 

Addison reported that the Chi- 
cago group will intensify its drive 
recently launched against what the 
association terms _ unauthorized 
curbstone operators who have con- 
ducted their business through gaso- 
line stations and function without 
licenses. The association has 
turned in to the state attorney’s 
office a number of names claimed 
to be in this category and demand- 
ed investigation of such individ- 
uals. 

The Chicago association voted 
endorsement of a public relations 
program which will be launched 
Jan. 6 in the form of radio broad- 
casts designed to build good-will 
among buyers for used car dealers. 
Approved also was the publishing 
of a monthly association house 
organ. 





J. B. Caldwell 





Redman Builds 


Redman Motors, Kingsway, Port 
Alberni, B. C., is building an ex 
tension to its garage, according to 
R. E. Redman, president. 












































THE NEW DAIMLER STRAIGHT EIGHT, said to represent the last word in autt) 





motive luxury in England. This model will be one of several to be used by the roy# 
family on its forthcoming visit to S. Africa. 
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’ of the Johnson Auto Co., told mem- 
+ bers of the Hartford Junior Cham- 
) ber of Commerce last week. 





) ford Automobile Dealers Assn., de- 
| by the public for their alleged vio- 


> ous by his absence.” 
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t 
: Two WEEKS ago I mentioned in 
this column that I had some- 
\ thing to say relative to dealer pol- 
‘icy in avoiding over-allowance 
» when competition is again restored. 
’I indicated that a review of past 
experiences and a dissertation on 
the necessity of selling the dealer- 
_ ship and selling the utility value of 
_ the new car would be valuable tools 
in the elimination of this money- 
losing technique. 

This last column of the year, per- 
haps, can be well utilized for dis- 
cussion of past experiences. To do 
so, I am quoting Herbert Gould, 
assistant general manager of the 
General Motors Holding Corp. In 
doing so I know I will raise the ire 
of some of my readers, because I 
quote a factory connected execu- 
tive. 

Many dealers have always 
looked with suspicion on this 
company as General Motors’ bid 
to start a chain store operation. 
I want to say now, as a third 
party, that such is not the case. 
Factories have all had experience 
with retail selling and all of 
them have discontinued the prac- 
tice because they found it more 
expensive than selling through 
independent operators. 

There are many reasons why fac- 
tories will not reenter the retail 
business. The most significant one 
is that, if they did so, chain store 
taxes, which are in effect in many 
states, would cost them much more 
than the discount they grant deal- 
ers. 

* * 


The Records Show 


Opposite Is True 

IHHE FACT that this company 

aids dealers financially is but 
confirmation that the company be- 
lieves that management and men 
are more important than money. 
When there is an open franchise, 
they consider the selection of the 
proper individual, who may not be 
qualified financially, is a better bet 
than someone who may have a lot 
of money, but no record of accom- 
plishment. Therefore, they supply 
the money temporarily, but insist 
that their financial interest be 
liquidated at the earliest possible 
moment. 

In referring to used car mer- 
chandising in the past, Gould in a 
recent address before the Okla- 
homa Automobile Dealers Assn., 
said: 

“As I see it, a dealer’s most im- 
portant merchandising decision 
in the postwar era will be to de- 
termine whether he proposes to 
revive his arch enemy—used car 
over-allowance and used car gross 
loss. In saying this, I realize some 
of you may think I am _ need- 
lessly worrying about a time in 
the too far distant future and, 
while I hope you are right, for 
my money, give me the dealer 
who plans now for a competitive 
market; the dealer who is fully 
conscious of the four separate 


Shadow of Doubt 
Hartford Assn. Head Blasts 
Fly-by-Night Dealers 

HARTFORD, Conn.—The failure 
to distinguish between fly-by-night 
auto dealers convicted of violating 
ceiling prices and established new- 
car dealers who generally observed 
price restrictions has resulted in 
much undeserved censure of the 
latter, James R. Johnson, president 





Johnson, president of the Hart- 
fended dealers from the criticism 


lations of ceiling prices under price 
control. “Of the many OPA con- 
victions of such violations,” he said. 
“the new car dealer was conspicu- 


and distinct situations which, in 
the past, have given rise to over- 
allowances and used car gross 


“The predetermined policy to 
overallow in order to gain a com- 
petitive advantage. Theoretically, it 
may be argued that where a dealer 
is in a strong fixed net profit or 
service position, he can afford to 
sell his new cars at a lesser profit 
per unit than can his competition 
and that the increased new car 
volume and gross profit in the ag- 
gregate will more than offset his 
reduced gross profit per unit. If in 
practice this were the result, no 
one could argue against its pro- 
priety, but an examination of the 
record will so often prove the op- 
posite to be the case. 


Other Causes Cited 


For Over-Allowance 


“ ACTUALLY what so often hap- 

pens is that the dealer, em- 
barking upon such a policy, makes 
it necessary for his neighboring 
dealer to meet his allowance prices 
with the result that neither dealer 
sells more cars but both pass along 
to the customer profits that are 
rightfully theirs. 

“A second cause for over-allow- 
ance is a coverup for our defi- 
ciency in sales management. We 
are so anxious to make the sale 
that instead of selling our car, we 
sell its discounted price, or to put 
it another way, the customer sells 
us his used car and we throw in 
the new car as an incentive. 

“A third cause of over-allow- 
ance is an excessive new car in- 
ventory due to changed economic 
conditions. Under these circum- 
stances, it may be necessary for 
you to sell a portion of your new 
cars through price concessions, 
but I would urge that the trans- 
action be reflected on the state- 
ment as an over-allowance rather 
than be covered up in the used 
car loss account. 

“This implies that an accurate 
appraisal be made of the used car, 
and that the dealer be vigilant lest 
deficiencies in used car merchan- 
dising be excused on the ground 
that they are over-allowances. 

“A fourth cause for excessive 
used car losses is, of course, our 
deficiency in merchandising the 
used car itself. While used car 
merchandising is my favorite sub- 
ject, you can appreciate that time 
would not permit a full expose of 
the many things we can and 
should do to properly. merchandise 
used cars. 

“Therefore, rather than slight the 
subject, I shall pass it with but 
this remark: As in the past, ineffi- 


Advance Plan 


Denver Bank Advertises 


For Future Deals 


DENVER.—Local banks are out 
after their share of the business 
that is to be created with the com- 
ing of new automobiles. For exam- 
ple, the United States National, 
one of Denver's largest banks, last 
week ran a newspaper ad, with 
the following message: 

“New Autos Are Coming. You 
can save time and money by mak- 
ing ADVANCE arrangements to 
finance your next car. Just phone 
for our Useful Dollar Purchase 
Plan Application. You don’t even 
need to know the exact price, make 
of car, or name of dealer from 
whom you'll buy—just estimate the 
amount of money you will need. On 
approval of your application, we 
will give you a Purchase Draft 
which you can use to pay the deal- 
er for your car. 


“There is no charge for issuing 
you Purchase Draft—no cost to 
you until you use it to pay your 
dealer. Then the amount you use 
is financed at low bank rates. 





Conn. Dealers 
Face Income Tax 


Evasion Charges 


HARTFORD, Conn. — Collections 
of additional income taxes from 
hundreds of Connecticut automo- 
bile dealers alleged to have violated 
used car ceiling prices “may ex- 
ceed” the $40 million to be re- 
covered from this state’s black 
market poultry dealers, according 
to Frank W. Kraemer, collector of 
internal revenue. 


Investigations of used car dealers 
thus far indicates that Federal 
Treasury recoveries of back taxes 
may average from $20,000 to $100,- 
000 in many cases, Kraemer de- 
clared. 


Twenty-five cases involving Con- 
necticut dealers are now under ac- 
tive consideration, he stated, add- 
ing that “a good many of the real- 
ly big dealers have not even been 
touched yet.” 


Tracing above-ceiling automobile 
sales has been impeded, he said, 
by falsification of some of the 400,- 
000 registration cancellation notices 
filed with the State Motor Ve- 
hicles Department during the war 
years. 

Connecticut dealers in some cases 
used names of out-of-state car mer- 
chants in filing cancellation notices, 
so that “leads” ordinarily obtained 
from state motor vehicle records 
have been obscured, Kraemer said. 
In some instances, he added, in- 
vestigations of Connecticut car 
transactions have necessitated “fol- 
lowups” in Southern, Western and 
Midwestern states. 





3 Dealer Groups 
Formed in N. C. 





cient used car merchandising will 
constitute the bottleneck of our 
operation. Let no stone remain un- 
turned in the postwar era to keep 
abreast of the most up-to-date used 
car merchandising practices.” 

* om * 


Following the Road 
Of Expediency 

N A FUTURE column I will want 

to say something about selling 
the dealership and the utility value 
of the new car, but also about used 
car merchandising as it is practiced 
by many dealers at the present 
time. 

Too many dealers are following 
the road to temporary expediency 
by wholesaling used cars. This 
may be the easy road for the 
present, but it is not accepting 
their full responsibility of obtain- 
ing good used cars for customers 
who need them so desperately, 
nor is it using the influence of 
this trade to keep used car prices 
down. 

Eventually a used car business 
will be an important factor in 
every dealer’s operation. We should 
consider it from the long-term op- ; 
eration. We can’t afford to allow 








“Most new car dealers,” Johnson 


pointed ovt, “are doing the best 
they can in a bad situation.” 


any temporary advantage to defer 
us from traveling a sound and safe 
road to our final destination— 
security. 


CHARLOTTE, N. C.—Three new 
local dealer associations have been 


| organized in North Carolina. They 


are: 


The Rocky Mount Automobile 
Dealers Assn. with the following 
officers: Flake B. Chipley, presi- 
dent; Dick Caddel, vice-president, 
and John Vann, secretary-treas- 
urer. Tarboro Automobile Dealers 
Assn., with Z. E. Brinson, presi- 
dent; Randolph Constantine, vice- 
president; W. E. Pierce, secretary, 
and M. J. Moye, treasurer. Albe- 
marle Dealers Assn., with W. P. 
McDowell jr., president; A. E. Jen- 
kins, vice-president, and Cecil Win- 
slow, secretary-treasurer. 


Tenn. Directors Plan 


Stronger Dealer Assn. 

MEMPHIS. President J. A. 
Ayers, of Chattanooga, and a num- 
ber of the directors of Tennessee 
Automotive Assn. met here last 
week to discuss car production and 
plans for strengthening the asso- 
ciation. 

D. P. Whekhel, executive vice- 
president, also attended. The head- 
quarters of the association con- 
tinue at 324 Third National Bank 
Bldg., Nashville. Welchel stopped 
at Brownsville and met with auto 





Pa. Finance 


HARRISBURG, Pa.—The special 
legislative committee which has 
been conducting an inquiry for 
more than a year into automobile 
financing indicated last week that 
legislation to place financing under 
state regulation will be submitted 
to the 1947 session of the Pennsyl- 
vania General Assembly, which 
convenes Jan. 7. 

The committee indicated that a 
bill is being drawn that requires 
licensing of dealers and automo- 
bile finance agencies, including 
banks. The bill will establish max- 


Canadian Dealers 
Urged to Halt 
Gas Sale Bans 


VANCOUVER, B. C.—Early clos- 
ing regulations covering gas sta- 
tions now being passed in many 
cities throughout western Canada 
were attacked by Howard B. 
Moore, general manager of the 
Federation of Automobile Dealer 
Assns., when speaking at a dinner 
meeting of the Automobile Dealers’ 
Assn. of British Columbia here last 
week. 

Moore declared that the regula- 
tions which closed gas stations 
after the normal hours of busi- 
ness in the community were driv- 
ing away tourist traffic and caus- 
ing a detriment to the entire auto- 
mobile industry. 

“We are selling out to other peo- 
ple when we don’t give our cus- 
tomers what they need when they 
need it,” he asserted. “Part of that 
service is the gas station that must 
cater to the trade at all hours.” 

There is need for an entirely 
new conception of service, said 
Moore, who urged some 250 mem- 
bers of the automotive industry, 
attending the annual meeting of 
the Motor Dealers’ Assn. of B. C., 
to “go on finding new ways to do 
the impossible.” 

W. J. Borrie, president of Van- 
couver Board of Trade, commend- 
ed the organization for its main- 
tenance of a high standard of serv- 
- despite difficult wartime prob- 
ems. 








Lackey Grows 
Lackey Motor Co., Bertram, Tex., 
has just completed an addition to 
its building doubling the floor 
space devoted to its repair depart- 
ment. 





Plan Ready 


Program Calling for State Control 
To Go to Legislature 


imum interest rates and provide 
stiff penalties. 

Authorized by the 1945 legisla- 
ture, the special committee headed 
by Rep. Franklin H. Lichtenwalter 
was set up by recommendation of 
Gov. Martin. Martin told the as- 
sembly that he had received com- 
plaints of “sharp practices” by 
some automobile finance agencies. 

Emphasizing that it was not the 
intention of the committee to in- 
terfere with honest and ethical 
dealers, Lichtenwalter said. 

“Reluctant as we are to create 
any new rules and regulations, we 
must recommend the correction of 
abuses and unscrupulous opera- 
tions through legislation. 

“From testimony taken and now 
a part of the official record of this 
committee, we have come to the 
conclusion that voluntary methods 
on the part of automobile dealers 
and those engaged in financing 
automobiles could not be success- 
ful.” 


Older Cars Cut 
As Much As 50% 
In Milwaukee 


MILWAUKEE. — Probably fear- 
ing to be stuck with old cars, 
some dealers who have many on 
hand are said to be cutting their 
prices as much as 50 percent be- 
low the all-time high of recent 
months. 

The big cuts are on the old mod- 
els. A check in this area revealed 
just before Christmas that 1938 to 
1942 models bring about the old 
ceiling prices in effect last fall and 
summer, with some selling for 
somewhat less than the old figures. 

One dealer reports his experience 
with old cars as showing a decided 
return to normal. 








Poise Motor Suffers 


$15,000 Fire Loss 


BERTHOLD, N. D.—Poise Motor 
Co. was destroyed by fire last week 
with a loss of $15,000. A. P. Poise, 
the owner, reports being insured 
for $4,500. 

In addition to equipment, several 
cars are reported to have been de- 
stroyed. This fire leaves Berthold 
without a fully equipped shop for 
general service, it is reported. 








president of the Akron Automobile Dealers 


20th anniversary. 





dealers of that city. 


director of research, NADA. 


New Dealer Officers . 





NEW OFFICERS. K. A. Hoskins is shown turning over gavel to D. C. Corbin, new 


Assn. Left to right, Charles Weiss (Ford 


dealer), treasurer; Hoskins (Packard dealer); Corbin (Chevrolet dealer); E. John Leh- 
man, secretary-manager; C. E. Coltrin, vice-president. The meeting marked the group’s 





OFFICIALS OF THE SCHUYLKILL (Pa.) County Automotive Assn., which spon- 
sored a dinner meeting in Pottsville and state and national officials who were speakers. 
Left to right, T. H. Rutter, Pottsville, secretary-treasurer; Claude Klugh, Harrisburg, 
manager, Pennsylvania Automotive Assn.; Earl Stoyer, Schulkill Haven, retiring as 


president of the county group after serving as president for 12 consecutive years; R. 8. 
Muller, Pottsville, president; Frank Palermo, 


» Vice-president; Joseph Meade, 
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WE STAND FOR: 

1 1. Fair and equitable contracts between manufac- 
turers and dealers in motor vehicles, parts and ac- 
cessories. 1 2. A fair profit to the dealer on every 
used vehicle accepted in partial payment for a new 
car or truck. 1 3. Every dollar of gasoline tax col- 
lected by state or federal governments applied to 
the building and maintenance of highways. 1 4. The 
elimination of governmental and bureaucratic con- 
trols over this industry. 1 5. A return to the pre- 
cepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


AUTOMOTIVE 








Portal Suits Stress Need 
For Labor Curbs 


a a total revision of our labor legislation shoyld be 
the first order of business of Congress, when it convenes 
in January, is re-emphasized by the portal-to-portal pay 
suits that have been started against most automotive manu- 
facturers. 


And when the néw legislation is written, it should be so 
clear and the intent of the lawmakers so plain that it will 
be impossible for any U. S. Supreme court justice to write 
into the legislation any private thoughts of his own re- 
gardless of which way he leans in his sympathies. 


As the law stands now, indicated by these suits, it 
seems possible for a radical Supreme court to interpret 
present legislation as it sees fit, regardless of the in- 
tent of the lawmakers and regardless of the disastrous 
effect it may have on our national economy. 


When a suit comes before the Supreme court involving 
points that have nothing to do with any “portal-to-portal” 
issue—and when that issue is not brought up by the union, 
its attorney or the judge before whom the case is first tried, 
but the portal-to-portal issue is forced into the issue by a 
Supreme court justice wholly on his own just because he 
feels that his sympathies should be made a part of law, 
then it is time for Congress to make it impossible for any 
court to read into the law issues that have no part in the 
original complaint. 


When Justice Frank Murphy forced the “portal-to- 
portal” issue into the Mt. Clemens (Mich.) Pottery Co. 
case, he not only brought to the front the needs of the 
hour, but has also done organized labor an injustice. 


The present suits certainly must clarify in Congressional 
minds the extent to which overly ambitious, grasping labor 
leaders will go to gain their selfish ends, to the injury of 
not only the greatest industry in the world but the entire 
public of this country. 


Following John L, Lewis’ coal “holdup,” it certainly should 
make Congress conscious of the limitations it must put on 
labor legislation—for the benefit of organized labor, and 
the public. 





In the absence of Publisher 
Slocum, his column is filled this 
week by the following editorial 
from the New York Times 
(Dec. 21): 


Considerable emphasis has been 
given to the relatively high volume 
of corporation profits in the last 
quarter of 1946 as compared with 
the prewar period. Thus the CIO 

report prepared by 
PREWAR Robert Nathan claims 
PROFITS that the current vol- 

ume of earnings before 
taxes is “nearly five times the aver- 
age 1936-39 profit volume” and 
profits after taxes are “three and 
three-quarter times as high as the 
average of the years 1936-39.” 

* * * 


By any test, prewar profits were 
low. They reflected the generally 
unsatisfactory business conditions. 
According to the Treasury, all cor- 
porations had average net income 
before taxes of $6,272,000,000 and 
average profits after taxes of $5,- 
132,000,000 for the years 1936-39. 
However, an analysis of the Treas- 
ury data reveals that almost one- 
quarter of the sales were made by 
corporations which reported net 
deficits. In arriving at the overall 
profits data, the deficits of these 
companies were deducted from 
profitable companies. The following 
table contrasts the 1936-39 net in- 
come of profitable corporations and 
all corporations: 

All 
Corporations 
Income before 

tax 
Taxes. 
Profit after 

tax ....... 5,132,000,000 
Percent, profits 

to sales ... 3.9 7.5 

Clearly, if comparisons were 
made only with the prewar record 
of profitable companies, the per- 
centage increases cited in the CIO 
report would be reduced consider- 
ably. If, in addition, it is assumed 
that the business which operated 
at a loss before the war had earned 
the same rate of profit on sales as 
made by the profitable companies, 
then the appropriate figure for 
comparative purposes would be 
raised to about $10,000,000,000 for 
profits after taxes. On this basis 
the volume of profits currently 
projected by the CIO would be less 
than 50 percent above the return 
on sales earned by profitable com- 
panies before the war. 

Since total volume has increased 
by more than that percentage, the 
current volume of profits probably 
represents a smaller percentage re- 
turn on sales than that earned by 
the profitable companies before 
the war. 


Profitable 
Corporations 


$6,272,000,000 
. 1,140,000,000 


$8,617,000,000 
1,140,000,000 


7,477,000,000 


* * 


This survey is not intended to 
suggest that every company must 
or will make a profit. The history 
of American corporations reveals 
that normally half of the com- 
panies report losses. Under today’s 
conditions the proportion is un- 
doubtedly much smaller. But the 
fact remains that many industries 
in 1946 have. not participated in 
the record volume of profits re- 
ferred to in the CIO report. Rail- 
roads, automobiles, electrical equip- 
ment and mining are among those 
shown in a recent compilation by 
the New York Stock Exchange to 
have earned less in the first nine 
months of 1946 than in the preced- 
ing year. 

That some companies have large 
profits and may be in a position 
to raise wages without raising 
prices, or lower prices without rais- 
ing wages, is undoubtedly true. 
That some industries and many 
companies in other industries can 
raise wages without raising prices 
is clearly untrue. And the use of 
large percentage increases over the 
depressed profits of the prewar pe- 


riod does not prove that these com- 


panies can pay further increases in 
wage costs without raising prices. 





When did YOU get into the automo- 
bile business? If you can qualify up to 
and including 1921, you should be a 
member of AUTOMOBILE OLD TIM- 
ERS. Write Ralph DePalma, chairman 
membership committee, A.O.T., head- 
quarters, Hotel Roosevelt, New York 17. 
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Confused... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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Why the Lag? 

Just read where Oldsmobile an- 
nounced completion of its 100,000th 
1946 model (Dec. 6). 

Yet in your Top Cars of Dec. 2 
Oldsmobile’s registrations up to the 
first part of December amounted 
to only 44,230. 

Where are the other 55,770 Olds- 
mobiles not listed as registered? 
Were they all exported? Or haven’t 
they been sold? —Burns WarpeENn, 
Detroit Board of Commerce. 

Eprror’s Note: Reader Warden 
apparently is confused over Pro- 
duction vs. Registration. First of 
all, the Dec. 2 Top Cars table in- 
cludes only the first nine months 
of 1946. So let’s go back to Oct. 1 
for comparison purposes. 

On that date, Oldsmobile reg- 
istrations totaled 44,230 for 1946. 

On the same date, according to 
Automotive News production esti- 
mates, Oldsmobile had turned out 
a total of 75,876 cars since Jan. 1 
(3,956 were produced in 1945). 
That’s a difference of 31,646. 

About 4,000 of these, or the al- 
lowable 5 percent, were exported, 
leaving a total of 27,646. Oldsmo- 
bile has about 3,500 dealers; cl- 
lowing two for each for display 
purposes would cut the difference 
to 20,646. 

Of these about 17,000 were built 
in September, which means they 
were in the process of being sold, 
delivered and registered and 
would not therefore show up in 
registrations for that month. That 
leaves about 3,000 cars in transit 
to dealers all over the country. 

The same would hold true for 
other makes. 


Finest 
Would not be without AvuToMmo- 
TIvE News, the finest publication at 
any price. Keep up the good work. 
Would like to see more news of 





New England. You get a lot of 
West and Middlewest, but don’t 
forget us.—Carriker Motor Co. (De- 
Soto-Plymouth), Quincy, Mass. 


Taking the Rap 

Admittedly every new car is not 
perfect mechanically. ‘Also, in jus- 
tice to the manufacturers it must 
be remembered that no matter how 
extensive the tests are, the public 
still does things to cars that don’t 
show up under the grinding runs 
on the test tracks. He doesn’t de- 
serve it, but the dealer suffers in 
unfair criticism of the car he sells. 

One of the commonest beefs now 
is the motor ping. Actually, this is 
no fault of the car at all. Dealers 
should explain that this nuisance 
is due entirely to the fact that re- 
fineries cannot get enough of the 
antiknock ingredients needed to 
meet demands. 

Dealers should stress this to pur- 
chasers of new cars because we are 
already taking the rap for too 
many things over which we have 
no control.—M.T:S. 





Coming Events 


JANUARY 





dan. 6-10—Detroit 
annual session. 

Jan. 13-14— Memphis (Hotel Peabody). 
Sixth annual meeting of Truck-Traitler 
Manufacturers Assn. 


FEBRUARY 
Feb. 17-18—Atlantic City. Annual conven- 
tion of National Automobile Dealers 
Assn. 
Feb. 26-March 2—Houston, Tex. Southwest 
Automotive Show (parts and equipment). 


MARCH 


March 19-20—Des Moines (Fort Des Moines 
Hotel). Annual convention Iowa Auto- 
mobile Dealers Assn. 


(Book-Cadillac). SAE 
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Our Front with 


N ENGINEERING, as in so many other things, 

there is generally more than one way to do a 
job. The question is—“‘which is best?” For many 
years, Ford engineering developments and deci- 
sions have been based on a policy of finding the 
best method—or the best solution—by actual test. 
The leadership of Ford-built cars and trucks in 
engineering quality comes from this fact-finding 
and proving program. 


One tool Ford engineers use in their search for 
the best answers is a great wind tunnel, where. . . 









































































































































MAN-MADE WEATHER 
TESTS FORD CARS 


Near the Ford Test Track in Dearborn, a giant ‘“‘weather 
tunnel’’—the most versatile in the industry—simulates 
practically every kind of weather and load condition, 
Two hundred fifty-six feet in length, the tunnel is equipped 
with powerful heating and refrigerating installations that 
give a temperature range from 35 degrees below zero to 
175 degrees above in a matter of minutes. Spray nozzles 
duplicate any rain effect from light mist to a downpour. 





<>- 


A three-bladed propeller produces winds with velocities 
up to 80 miles per hour at the flick of a switch. 


With car or truck mounted on the 125 horsepower dyna- 
mometer, the effects of wind resistance, load, grade, and 
speed can be related to each other and analyzed for any 
desired factors. Other applications include cooling studies; 
testing of fuel and ignition systems; heater, defroster, and 
windshield wiper operation. Whatever the problem, the 
‘“‘weather tunnel’ seeks the best answer relentlessly, in 
order that Ford may be “Out Front’”’ with owners, and 


‘Ford Dealers “Out Front with Ford’’ everywhere. 
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Dealer Merchandising 


‘Why Chase Extra Profits to Somebody Else?’ 
Tire Man Asks Auto Retailer 


_UTO dealers who have done a 
merchandising job on. tires 
claim that tires offer a profitable 

item in good times and bad. 
In fact, they cite government fig- 
ures to show that tire and acces- 
No.5 *%°Y stores show high- 
of er yearly a epg per- 
centages than auto 

Series dealerships. 

And if the dealer is going to 
look to tires to help him in the 
tough competition ahead, he had 


better start building up this de- 
his men 


G. E rnhofen, manager. of 
Goodyear’s car-dealer department, 


rubber. 
to tires also feeds other 


25% Boost Seen 
For Replacement 
Parts Over °46 


TOLEDO.—An ever increasing 
supply of automotive replacement 
parts which may surpass the rec- 
ord production of 1946 by at least 
25 percent is forecast for 1947 by 
John A. Shank, manager, parts 
_ service division, Electric Auto- 

“No one, of course, knows what 
is in the future, but if the avail- 
ability of raw materials continues 
to improve and labor strife is kept 
at a minimum, 1947 may see auto- 
motive electrical replacement parts 
megan at an all-time high,” 


! 





“This year, our production of re- 
placement equipment was 25 per- 
cent higher than last year. Yet we 
were unable to meet all of the 

demands upon us. 

' “We realize that there is an elec- 
trical unit replacement parts 
shortage in many sections of the 
country, but the industry is not 
yet in position to cope with the 
abnormal! situation. New car pro- 
duction is not eliminating this 
problem as cars are not leaving the 
road as they did prior to the war. 
Anything that will roll is in opera- 
tion, thus placing a greater de- 
mand upon the parts manufac- 
turers. 





Frico Purchases 


Plant in Buffalo 


‘BUFFALO. — Trico Products 
Corp. has purchased a five-story 
industrial building at 500 Elk St. 
and plans to start auxiliary man- 
ufacturing operations there. 

The Elk St. plant, the company 
said, will be used primarily as a 
feeder for the two other plants in 
Buffalo. Trico will start to occupy 
the new building within a month, 
taking over a floor at a time as the 
space is released by the present 


service departments, such as brake 
relining, wheel balancing, align- 
ment and front-end. 

* . * 


ROM a tire company’s stand- 
point, Bornhofen believes that 
auto dealers are in a good position 
to become good tire dealers. They 
have conyenient locations, regular 
contacts, buildings and equipment 
and manpower. In addition, they 
are respected merchants in their 
communities’and a logical place to 
look for tires and tire service. 

He divides them into three 
classifications: 

The auto dealer in a small 
town who usually is the tire 
dealer, the auto dealer who spe- 
cializes in changeovers and the 
dealer who has a separate tire 
department. 

Dealers who specialize in change- 
overs close the deal for the new 
car first and then go to work on 
selling the custcmer premium tires. 
It is surprising, Bornhofen says, 
the number of buyers who will 
change over once they hear the 
advantages that premium tires of- 
fer in the way of safety and bet- 
ter riding qualities. 

+ . * 


IX SETTING up a separate tire 
department, Goodyear cooper- 
ates with the dealer in selecting 
a tire manager. The program then 
involves training, advertising aids, 
sales methods and promotion sug- 
gestions and an incentive plan for 
salesmen and others who come in 
contact with the tire business. 


Goodyear then makes an an- 
nual. sales projection on the ba- 
sis of the dealer’s car sales and 
service customers. From this is 
made a gross profit forecast and 
an expense forecast. : 

A survey just completed by 
Automotive News indicates that 
more and more car dealers are go- 
ing into the tire merchandising 
business, and well they might, for, 
as Bornhofen says: 

“The auto dealer has the first 
crack at the business. Why 
should he chase money away?” 


Ward Products 
Is Acquired 
By Gabriel 


CLEVELAND.—John H. Briggs, 
president of Gabriel Co. here, has 
announced the acquisition of the 
Ward Products Co. by Gabriel. The 
terms of the acquisition call for 
the payment of the major portion 
of the purchase price in cash and 
the balance by a small block of 
Gabriel’: common stock. 

Ward Products is a manufactur- 
er of radio antennae, having been 
incorporated in 1936 by Harry, 
Ralph and Arthur Wiesenberger. 
Ward supplies original equipment 
for many of the leading automo- 
bile manufacturers in addition to 
being a factor in the accessory 
field. 

Ralph Wiesenberger, president, 
and Harry Wiesenberger, vice- 
president, will remain with the 
company which will keep its iden- 
tity and be operated as a division 
of Gabriel and will continue the 








same policies as in the past. 





tenants. 














Is This Ad Good or Bad? 


Will Give Your Car a Break by Having It 











F 


ing public. 


People are 
money, and 
public 


— Prepared for Cold Weather Driving Con- 
rn eee AL) ditions—NOW! 
Our Special Winter Pick-Up Includes These Service 
LABOR—ONLY 
$9.95 Se Sak $5.40 
CLEAN COOLING SYSTEM | ™°r | ADJUST BRAKES 
iat ‘now Nong someone $12.95 Flesh hydrenile brake system 
Seo that heater works efficiently | LUBRICATE CAR $15 00 
pump winter . 

racers p_tibricante ean pets we | CHECK WHEELS 
TUNE ENGINE Labrleste ofl fiuings, replaciog | nt ant, 7" 
png A $12.95 
Mifare ao $12.95 REMOVE RATTLES AND 
Adiust carburetor idle screw 1 CHECK ELECTRIC SYSTEM | SQUEAKS | 
Check peer har sg pressure | Check ignition timing Check déor 

and exhaust leaks Adjust generator charging rate } Check. door bumpers 
ae = Clean generator and starter Tighten spring clips and shackles 
Check ks head, manifold | Install mew brushes MISCELLANEOUS 
Gp uhntlent. langue eee. 

INDUSTRY OBSERVERS wi 


ith their ears to the ground are con- 
tly izing the fact that since V-J day the automobile dealer 
has lost much of the great goodwill which the public freely gave the 
franchised dealer during the war years. The greatest need of the 
moment is for more and better public relations on the part of the 
dealer if he is to regain that goodwill and esteem of the car-own- 


One of the easiest ways to continue putting all franchised dealers 

behind the eight ball of public opinion is for dealers to publish such 

service advertising as the one shown 

the services advertised is according to the established service pro- 

cedures of the company whose car is handled by this dealer, and on 

the surface the prices advertised are all out of line with factory 
recommended 


prices. 

The first reaction that the average car owner has to such adver- 
tising is that, if it costs $12.95 to just lubricate a car of that make, 
he certainly won’t want to buy one. 

Smart merchandising calls for advertising the standard services 
at regular rates in vogue in the city where the advertisement is 
placed, and for the car which is handled by the dealer. Low dollar 
advertising not only brings in more customers but also gives the car 
a good name with those who read the 

human, and car owners are people. People like to be- 

lieve that they are getting a little more than full value for their 

advertising such as this destroys what confidence the 

may have left in both the dealer, who signs his name to such 
an advertisement, and in the car he represents. 


here. Not one of 


advertisements. 





MONTREAL. —Canadian car 
dealers will have nearly 5,000 sur- 
plus trucks available for sale dur- 
ing the next few months, the War 
Assets Corp. announced here last 
week. 

The vehicles vary from battered 
veterans to virtually unused mod- 
els. Approximately 4,200 of those 
offered for sale are reported to be 
military types, the remainder com- 
mercial. Most are equipped with 
the familiar square cabs and oper- 
ate on a four-wheel drive. 

The WAC has solid many of this 
kind of truck for export mainly in 
markets which are not commer- 
cially available in peacetime oper- 
ations, the announcement said. 
Many of the trucks were received 
by WAC in a boxed form, ready 
for shipment in varying states of 
disassembly. Sales for export in 
this manner increased the finan- 
cial return to the public because 
the corporation received extra 
money for the boxes and avoided 


Big Load 
Opportunity for Trucks 
Seen in °47 Building 


CHICAGO. — Transportation re- 
quirements in connection with the 
1947 program of 1,000,000 new 
dwellings will constitute one of 
the biggest assignments ever im- 
posed upon truckers, according to 
T. C. Huxley jr., vice-president and 
sales director of Diamond T Mo- 
tor Car Co. 

He said, “I don’t believe the 
trucking industry has ever been 
called on to work out a peacetime 
problem as big as this one will 
turn out to be, but truckers real- 
ize the immense potential and will 
make every effort to capitalize on 
this nationwide market.” 

Huxley cited figures showing that 
home building demands in 1947 
include 12 billion board feet of 
lumber, two billion common and 
face brick, four million tons of 











cement, 16 million tons of gravel, 
and 10 million tons of sand. 





Canadian Dealers to Get 
5,000 Surplus Trucks 


the necessity of breaking open the 
packing cases and assembling the 
trucks. The trucks could not be 
sold “overnight” and moved onto 
the market - progressively, it is 
stated in the WAC release. 


So that the interests of the pub- 
lic would be protected, arrange- 
ments have been made for the pur- 
chase of these trucks only through 
recognized and authorized car deal- 
ers instead of being bought direct- 
ly from the WAC. 

Nearly 15,000 vehicles of all 
types have been sold by the cor- 
poration since the war ended and 
have brought in return more than 
$10 millions. 





a 


Turner Opens Ford Deal 
In San Francisco Area 

Formal opening of a new Ford 
dealership in the San Francisco 
Bay area by Bob Turner, former 
manager of the San Francisco 
office of the Universal Credit Co., is 
announced. 

The new business represents an 
investment of more than $75,000 
with Al Larsen heading the service 
department and Ken Lamb as parts 


Chrysler School 
Enrolls 40 Pct. 


Former Vets 


DETROIT.—More interest than 
ever before is now being shown 
by Chrysler employes in company 
supplied educational facilities, H. 
T. Woolson, president, Chrysler In- 
stitute of Engineering, announced 
last week. . 

“Enrollment in our engineering 
school,” Woolson said, “has more 
than doubled our prewar registra- 
tion records. We have approxi- 
mately 1,000 students on our cur- 
rent lists, with about 100 others 
applying for admittance.” 

“Probably one of the reasons for 
this increased interest is the fact 
that many war veterans devel- 
oped a taste for higher education 
while in the services and want 
to continue their training in ci- 
vilian life.” 

“At the present time,” Woolson 
pointed out, “approximately 40 per- 
cent of our total enrollment is 
made up of veterans. These re- 
turned servicemen are mostly good 
students. They show fine interest 
in their studies, usually make ex- 
cellent grades and attend classes 
very regularly. They seem to know 
what they are after.” 

The institute is made up of the 
Undergraduate School which con- 
ducts both day and evening classes 
open to all Chrysler employes, and 
a Graduate School which offers 
courses to students selected from 
top-ranking engineering colleges 
throughout the country, and paid 
by the company during their two- 

year training period. 

Fifty-four students are now en- 
rolled in the Graduate School, with 
869 currently registered for classes 
in the six departments of the Un- 
dergraduate School, Woolson said. 

Of the six departments, the me- 
chanical drafting section draws the 
largest number of students. The 
other departments, in the order 
of their total attendance, are the 
mathematics, physics, English, 
chemistry, and body drafting de- 
partments. All courses carry high 
school or college credits, it was 
pointed out. 

Employes of Dodge represent the 
largest number of students. The 
engineering division and manufac- 
turing plant of Highland Park 
ranks second. 

The institute was formed in 
the spring of 1981 under the guid- 
ance of Walter P. Chrysler. It is 
open to any employe of the com- 
pany who qualifies for entrance. 

Since 1933, the Undergraduate 
School has conferred more than 
1,500 certificates, diplomas and de- 
grees. In addition, about 500 full- 
time day training students have 
completed special drafting training 
and laboratory technician courses. 
During the past 14 years, 311 
students have completed their stu- 
dies in the Graduate School, Wool- 
son stated. 


Thor to Spend Million 


In Expansion Program 
CHICAGO. — Independent Pneu- 
matic ‘Tool Co., manufacturer of 
Thor portable pneumatic and elec- 
tric tools, announces a $1,000,000 
expansion of its main works at 
Aurora, Ill. 

Site for the expansion has been 
cleared adjacent to the company’s 
main plant, according to Neil C. 
Hurley jr., president, and construc- 
tion of the annex, which will pro- 
vide 85,000 square feet of additional 
floor space for production purposes, 








manager. 


will begin shortly. 
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32,000 motorcycles, 1947 models, 
for delivery starting NOW 





Finest motorcycles in the world in their price class. 


An answer to America’s demand for low-cost transportation. 


Made by Czechoslovakia-Jawa and associated plants, out- 


standing for quality motorcycles. 


It is estimated the present demand for 
motorcycles is 200,000 greater than 
production. R. S. Evans, Inc., show- 
rooms in Florida sold out a shipment 
of 1200 pre-war motorcycles, in no 
way comparable to these 1947 mod- 
els, before they could be unpacked. 
Other dealers fortunate enough to ob- 
tain small shipments of hard-to-get 
motorcycles report similar response. 


Now you can capitalize on this de- 
mand with the world-famous CHEK 
...at a price far below any other fine 
motorcycle ever seen in this country. 


Prague, Czechoslovakia, is to mo- 
torcycles what Detroit is to cars. These 
Czech plants, world’s largest produc- 
ers of fine motorcycles, operate mile- 
long production lines... like Detroit. 


R. S. Evans Associates, Inc., bought 
32,000 of their best motorcycles in the 
largest deal of its kind ever made. 
These motorcycles will be available 
for sale exclusively through R.S.Evans 
Associates, Inc. Ample supplies of 
parts are already in this country, and 
parts depots will be opened through- 
out the country so you can always get 
overnight delivery. 


Ten million people are waiting for 
transportation for business or pleas- 
ure. These modern, easy-riding mo- 
torcycles will help meet this demand. 


R. S. Evans Associates, Inc., is now 
appointing qualified dealers. Write, 
wire or phone for details of this un- 
usual opportunity today while the 


lists are still open. 


l"orkmanship and Material Unconditionally Guaranteed for Six Months 


R. S. Evans Associates, Inc. 


50 EAST 58TH STREET, 


NEW YORK 22, N. Y. 








RETAIL Price *499°° 
F.O.B., NEW YORK DOCK, DUTY PAID 


Telescopic front fork . . . Spring shock absorbers on rear wheel, 
as well as front...4-speed automatic gear shift; pedal-lever dis- 
engages clutch and gear shifts automatically... Automatic indi- 
cator of gear engaged, on top of fuel tank... Head light forms 
unit with top part of telescopic fork; speedometer flush-fitted 
into head light... Adjustable handlebars... Battery in box on left 
side of engine; second seat available as extra equipment. 


tHe 4 125 


RETAIL Price *299°° 
F.O.B., NEW YORK DOCK, DUTY PAID 


Three-speed transmission with gearshift lever on tank ...Closed 
triangular tube frame, welded throughout... Pressed steel front 
fork with manually adjustable shock absorber . .. Adjustable han- 
dlebars . .. Two exhaust pipes with mufflers ... Adjustable pedals 
... Saddle type tank... adjustable internal expansion brakes. 











STILL SIGNING UP DEALERS FOR 
CABINCAR 


Over two thousand dealers have re- 
sponded to recent R. S. Evans Asso- 
ciates,.Inc., ads on CABINCAR. A 
limited number of dealerships are 
still available. 

If you’re interested in a “deal” 


offering quick delivery on an item with hundreds of prospects 
in every dealer’s territory, write for full information. 











DEALERS WANTED 
Liberal discounts 
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Auto Personnel 








Aluminum Industries Elects 
Karle to Treasury Post 


president and general manager. 

Karle, elected a director last 

September, has been associated 

with the firm since 1924, Starting 

as a bookkeeper, he has held the 

offices of auditor and comptroller. 
* 


Cadillac Appotnts Longhurst 
To New Commercial Position 





to the sales d nt and was 
later placed in charge of the dis- 
tribution of special and custom 
body jobs. In 1929-30, he was dis- 
tribution manager of the Atlanta 
zone. During the war he was 
loaned by Cadillac to the Army 
Ordnance department. 

i * . 


Stolts Named Manager 
Of Auto Seat Cover Firm 


Warren S. Stoltz, former head of 
the automotive department of the 
Biddle Purchasing Co., New York, 
and a mahufacturers’ representa- 
tive during the past year, has been 
appointed national sales manager 
for A-2-Z Manufacturers, Inc., of 
Brooklyn. The firm makes seat 


covers to fit all cars. 
+ & 2 


Ernst | Wehde Is Named Manager 


Of Hudson at Milwaukee 

The appointment of Louis A. 
Wehde as district manager for the 
Hudson Sales Corp., Milwaukee, 


Wis., has been announced by G. A. ' 





Schacht, zone manager. Wehde, 
who was sales manager for a Mil- 
waukee manufacturing firm before 
joining the Hudson organization, 
was formerly an accountant and 
field representative for a large 
automobile finance company. 
+ 


Simmons Promoted by Ford 
In Houston District 


Appointment of George O. Sim- 
mons as an assistant manager of 
Ford’s Houston sales district has 
been announced by J. R. Davis, 
vice-president and director of sales 
and advertising. 


Simmons has been manager of 
the truck and fleet sales depart- 
ment for the Houston district. He 
succeeds E. 8. ’ 


is an assistant manager at Hou- 


ston. 
* * 8 


Thermoid Names Qwen, Cox 
As Vice-Presidents 


John Owen, of Yardley, and Les- 
ter F. Cox, of Morrisville, Pa., have 
been elected vice-presidents of 
Thermoid Co., according to Fred 
Schluter, president. Cox, factory 
superintendent of the rubber divi- 








For S. Calif., Arizona 
Announcement has been made 
by Arthur 8S. Hatch, West Coast 
regional manager of Ford Motor 
Co., of the appointment of George 
L. Boggs to the post of Lincoln- 
Mercury district manager for the 
southern California and Arizona 





©1940, THE CONDE NAST PUBLICATIONS INC. 





car at the door... 


House & Garden readers are car-at-the-door customers. 
Their days hum with activity. ..their cars are tuned to 
the same busy tempo. Because automobiles are a vital 
part of their pattern of living, they buy more of them 
and replace them twice as often as the average car- 
owner*. These influential families are first in the market 


...always in the market...for the new cars you will 


make and sell. 


*House & Garden’s last prewar survey 


House & Garden 








Walsh Retires From Timken 


With 26 Years Service 
After 26 years of service, Albert 
C. Walsh, purchasing agent, has 
retired, according to a recent an- 
nouncement of the Timken Roller 
@) 


in Elyria, O., joined the Timken 
firm when it purchased the assets 
of the Gilliam Mfg. Co., with whom 
Walsh was then employed. 

a * * 


Walker Mfg. Names Herman 
Its Northeastern Manager 


Gordon R. Walker, vice-president 
in. charge of sales, Walker Mfg. 
Co., Racine, Wis., announces ap- 
pointment of E. F. Herman as 
northeastern district manager, with 
headquarters in New York, and 
J. H. Cooper as advisor and assis- 


tant to Herman. 
e - + a 


Hammond Promoted 


The appointment of Roy E. Ham- 
mond as general assistant comp- 
troller of General Motors with 
headquarters in Detroit was an- 
nounced last week. Hammond, who 
has been assistant comptroller 
since 1944, began his career in the 
automobile business with Oakland 
Motor Car in Pontiac in 1919. In 
1930, he went to Frigidaire as as- 


sistant treasurer. 
a * * 


Firestone Names 3 


R. L. Raycroft, general sales 
manager of the Firestone Tire & 
Rubber Co. of Canada, Ltd., an- 
nounces appointment of Ernest W. 
Barbour as trade sales manager, 
Stephen F. Palmer as manager of 
manufacturer’s sales, and John W. 
Fortner as r of Firestone 
dealers’ stores merchandising di- 
vision. 


* * * 


Mohr Promoted 


Freedom-Valvoline Oib Co. has 
announced its appointment of C. 
M. Mohr as the new manager of 
the Freedom division, serving those 
sections of Pennsylvania, Ohio and 
West Virginia known as the Tri- 


State area. 
¢:,8 6 


Newill, Wallerich Named 


E. B. Newill, general manager of 
the Allison division of General Mo- 
tors Corp., has been reelected a 
vice-president of the Indianapolis 
Chamber of Commerce. 

C. H. Wallerich, an Indianapolis 
automobile dealer, was elected a 
member of the board of directors 
for a three-year term. 

* * o 


Belden Assigns McCoy 


Donald T. McCoy has been as- 
signed to the Ohio sales territory 
for Belden Mfg. Co., Chicago cable 
and wire manufacturer, according 
to H. W. Clough, vice-president. 
McCoy will also have stops in West 
Virginia. 


+ * . 
Goodyear Names Lewis 
Edward J. Lewis has been ap- 
pointed assistant to W. E. Ireland, 


manager of passenger car tire sales 
of B. F. Goodrich Co., it is an- 
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—_— Off Che Press. / 


The First 1947 Edition 
Of The 


N.A.D.A. Official 
Used Car Guide 


You and Your Salesmen 


All Need This Sales Tool! 


















stadt j5S6 | $725 ia: | 





Sasa 
— 


1 ara ia 


‘ewe Oomo twit 


Removal of price ceilings is causing a readjustment of price 


levels, making accurate knowledge of price trends a necessity 








for you and your salesmen. Supply each member of your sales 
staff with a copy—keep abreast of the market. 


® Newly Revised 


ay Up-to-the-Minute Credit regulations have been revised under Regulation W. This 
; edition of the N.A.D.A. Official Used Car Guide reprints all 
@ Accurate Prices sections of Regulation W relating to new and used car financing. 


© The Dealers Own Guidebook ORDER AT ONC 3 eatin | 


@ A “Must” for Every Salesman 





TEAR OFF—ATTACH YOUR CHECK AND MAIL TO: 





















NATIONAL AUTOMOBILE DEALERS NATIONAL AUTOMOBILE DEALERS 
USED CAR GUIDE COMPANY USED CAR GUIDE COMPANY 
1026-17th Street, N. W. 714 West Olympic Boulevard, Rm. 601 
WASHINGTON 6, D. C. LOS ANGELES 15, CALIFORNIA 
(For orders from Ariz, Cal, Idaho, Nev. Ore, 
Wash., and Utah.) 
Gentlemen: 
O p D F pe T O D A Y Please enter my ooter for.........--.-..---------------..Subscriptions to the NADA Official Used Car 
Guide. My fF emittance nclosed. 
: CEES 
Address..........0.0......... Cf ite a CY SIEBOT PE RL 1! OI Wess a RR ee ae Oe 
U Th * 2 A OE Ce 
se is Make of cor handled... anerrerae 





QUANTITY PRICE SCHEDULE 

















Bi k enn mma coi One Annval Subseripti $ 6.00 5 Annual Subscript $25.00 
an 2 “  Subscripti 11.50 .-% S Slasalaasicentasaiiicease Sa 
3 * “ a 7 we = 31.50 
4 bag ane nee 21.00 oe a qeressnececeseeeseesnae SOD 

9 or more Annual Subseripti $4.00 each 


These rates effective only on subscriptions mailed to one subscriber. 
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Dealer Business Counsel 


Dealer Statements Showing Gross Loss 
On Used Car Wholesaling 


I HAVE already received some 
statements from dealers for an- 
alization that show a gross loss on 
used cars sold at wholesale in Sep- 
tember, 1946. This 
is the first 
month, since the 
start of new car 
production, that 
I have seen a 
dealer statement 
showing a used 
car gross loss. 
Even at this ear- 
ly date and in a 
market where the 
Tasseet ‘dealers have all 
oe the cards in their 
favor, they are starting to show a 
used car gross loss. Just imagine 
what’s going to happen ahead 
when dealers get into that highly 


ing 

skeptical of this immediate post- 
war economy. 

Take the price on new cars to- 
day, for example, with a one-third 
down payment on the average low- 
priced car, the monthly payments 
would run at least $80 to $90 a 
month. Can you imagine the mine- 
rin buyer of an automobile mak- 
ing this kind of a monthly pay- 
ment out of his salary? Remem- 
ber, too, this mine-run buyer rep- 
resents your volume business. Also 
some dealers are receiving certain 
vehicles from their factories that 
they do not have orders for. 

* 


* * 
Dealer Sales Expenses 


On the Upgrade 

ANY of the statements I am 

receiving today are showing 
Jarge increases in sales expenses 
as well as all other expenses. How- 
ever, in the matter of sales ex- 
penses, the amount for new cars 
sold has gone up considerably. 
These increases are nowhere near 
what they will be when the fight 
for new and used car business gets 





under way. Right now such selling 
expense items as demonstrating 
and advertising are showing a com- 
paratively large increase in these 
last few months as compared with 
the first six months of this year. 
This means that some dealers 
are already being forced to put 
forth pressure selling effort and 
expenses to get the business. Now 
is a good time to start a syste- 
matic contzol of expenses of oper- 
ations, if a dealer has not al- 


in a business where volume and 
gross profit margins change as 
suddenly and frequently as they 
do in our business. This subject 
of expense-control is covered in 
my column in the Nov. 25 issue 
of Automotive News. 

The competitive battle ahead for 
new car sales will probably exceed 
anything we have ever seen. We 
have more manufacturers and deal- 
ers in business now than we had 
before the war. Also the prevar 
manufacturers, who were not of 


Hutton Predicts 
4 to 5 Million 
Cars in 1947 


NEW YORK.—A strong prob- 
ability that the autornotive indus- 
try will produce four million to five 
million cars in 1947 is seen by the 
current “Fortnightly Market and 
Business Survey” of E. F. Hutton 
and Co., investment bankers. 

Flat steel is the major material 
item which has been holding back 
production, although shortages of 
pig: iron, lead, copper and zincs 
have been important deterrents. 
Higher levels of material produc- 
tion of all of these are expected 
for 1947. 

Behind the question of materials 
is the question of labor. There is 
less reason to anticipate a recur- 
rence of this year’s disastrous 
waves of strikes, the survey pre- 
dicts. 

First, the workers are unlikely 
to desire a repetition of the pro- 
longed strikes in the automotive 
industry of last winter. Second, the 
pattern. for wage adjustments is 
likely to be more quickly reached 
as a result of the coal strike and 
the desire of the automobile man- 
agement to keep production going. 








major competitive consequence 
then, have now expanded facilities 


‘for manufacturing and built up 


some very aggressive sales and 
management field organizations. 
The manufacturers have spent a 
lot of money in these develop- 
ments; in fact, according to some 
of the latest reports, they have’ 
shown some large losses this year 
in order to get a head start on 
their competition. Of course, this 
fight so far has been strictly a 
competitive procurement and pro- 
duction battle, paid for by the 
manufacturers, while the dealers 
have been collecting the chips. We 
all know the manufacturers cannot 
stay in business for very long and 
continue to lose money. Neither 
can any other business. They must 
get volume and profits and you 
dealers, as their selling outlets, 
must sell their cars when they are 
able to produce them in sufficient 
quantities to make them money, 
regardless of price. 
+ + a 


Here Are Some Tools 
Dealers Must Have 


HIS manufacturers’ competitive 

procurement and _ production 
battle will change one of these 
days soon, to a dealer’s competitive 
sales battle, and then the dealers 
will be paying the bill and the 
manufacturers will be collecting 
the chips. Now, before this new 
kind of a battle starts, it might 
be well for dealers to make sure 
their houses are in order so as 
to properly conduct this battle 
without losing their shirts. Now 
is a good time for dealers to take 
an inventory of their management 
methods and procedures. 

Here are some of the. profit as 
well as the sales tion tools 
a dealer should have in order to 


Any questions a dealer may have 
in the development of these man- 
agement tools will be gladly an- 
swered. Simply address your ques- 
tions to this writer, c/o Automotive 
News, Detroit 2&, Mich 








car production. 


average dealer? 


fidence. 





Expenses Up? 


Expenses have increased considerably since the resumption of new- 
How does your expense increase compare with the increase of the 


Columnist Van Tassel will be glad to give you the answer. 


Simply fill in the following information as requested, 
space, attach it to your letterhead, and mail it to J. B. Van Tassel, 
c/o Automotive News, Detroit, 26. He will be glad to give you the 
answer by return mail. Your figures will be kept in strictest con- 


GRAND TOTAL EXPENSE (All Departments) 
For 10 months period ending Oct. 31, 1945 $ 
For 10 months period ending Oct. 31, 1946 § 


clip out this 








24.5 Miles Per Gallon Average 


Is Set by Stock 


LONG BEACH, Calif.— Seven 
makes of new cars hung up a com- 
bined average of 24.5 miles per gal- 
lon of gasoline in the gruelling 
300-mile Hancock Mileage Run 
from Los Angeles to Death Valley 
recently. 

The results were announced Jast 
week by Austin E. Elmore, auto- 
motive test engineer, who super- 
vised the run sponsored by Han- 
cock Oil Co. of California. 

The seven cars—all_ strictly 
stock—averaged 36.7 miles per 
hour over the rugged, mountain- 
ous route. 

“There was no attempt to estab- 
lish competitive records,” Elmore 
explained. “We merely wanted to 
see what new cars, in good con- 
dition, could do over a really tough 
road—using top quality gasoline 
and lubricants—and driven care- 
fully at moderate speeds.” 

From Los Angeles the cars 
climbed over the hump into the 
Mojave desert, skirted the eastern 
slope of the High Sierras, climb- 
ing steadily to Lone Pine, under 
towering Mt. Whitney, highest 
point in the United States. Then 
they cut southeast over the barren 
Inyo mountains and down the 
ne grade into Panamint val- 
ey. 

The last and toughest climb was 
up the long, second gear pull to 
the 5,200-foot summit of Towne’s 
Pass. Finally, they plunged into 
Death valley, lowest point in the 
United States, and end of the gruel- 
ling test. 

The drivers, none of whom had 
heen over the route before, were 





ESTIMATED 1946 AUTOMOBILE AND TRUCK REGISTRATIONS COMPARED TO 1945 AND 1941 REGISTRATIONS 
(Prepared by Public Roads Administration) 
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Cars 


skeptical of results. They called 
it the “toughest mileage run in 
the West.” 

“The record established in this 
run should be adequate proof of 
the quality of postwar cars, and 
gasoline,” commented Will J. Reid, 
Hancock president. 

Cars used included Nash, Ford, 
Plymouth, Dodge, Pontiac, Stude- 
baker and Chrysler. Hancock gaso- 
line and lubricants were used. 


Bradley to Speak 
Before Private 


Truck Owners 


WASHINGTON. — Top - ranking 
industrialists who are the heads of 
businesses employing many thou- 
sands of private motor trucks will 
hear Albert Bradley, vice-president 
of General Motors and chairman 
of its finance policy committee, at 
a “Luncheon of Presidents” which 
will feature the eighth annual 
meeting of the National Council of 
Private Motor Truck Owners, at 
Hotel New Yorker, New York, Jan. 
14, it was announced last week by 
Director Leon Banigan. 

The program for the one-day 
meeting, he said, includes discus- 
sion of matters of interest to pri- 
vate motor truck owners by the 
following: 

William H. Ott jr., general traf- 
fic manager, Kraft Foods, Chicago, 
and P. D. McLean, assistant direc- 
tor, National Highway Users Con- 
ference, on “Trends in State and 
Federal Legislation.” L. F. Orr, 
general traffic manager, Pet Milk 
Co., St. Louis, and H. S. Fairbank, 
deputy commissioner, Public Roads 
Administration, on “Development 
of Adequate Highways.” 

A. M. Grean jr., vice-president, 
Ward Baking Co., New York, and 
George Wellington, chief, safety 
section, ICC Bureau of Motor Car- 
riers, on “Proposed Changes in ICC 
Safety Regulations Affecting Pri- 
vate Motor Truck Operation.” Rob- 
ert C. Haven, safety engineer, Con- 
tinental Baking Co., New York, on 
“The Council’s Highway Safety 
Program.” 

William A. Quinlan, special coun- 
sel, on “Legal Aspects of Threats 
to Private Motor Truck Operation.” 
A new slate of officers and 10 di- 


rectors will be elected. 








Brown Named 
By DeSoto 


DETROIT.—The appointment of 
E. W. Brown as director of dis- 
tribution for DeSoto is announced 
by J. B. Wag- 
staff, vice-presi- 
dent in charge of 
sales. Brown re- 
places J. L. Bal- 
lard, who is ill. 

Brown has had 
13 years experi- 
ence with the 
Chrysler Corp. 
He joined De- 
Soto in 1936 and 
in 1940 -was ap- 

pecan pointed superin- 
tendent of planning. He has been 
eonnected with the scheduling in 
production of alk cars built at the 
present DeSoto plant. 
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What happens in a car-owner’s 
mind after the new-car thrill 


* wears off? 


This past year, as never before, there has 
been an opportunity to find out . . 
motorists, by necessity since 1941, have had 


to stay married to their choice for 
better or worse. 


And what’s on their mind now, is interestingly 
revealed by a recent AAA survey among 


owners of all makes of cars. 
More than half of them reporting were 
unanimous in asking for— 
Super-styling? Shiprdleohienimant 
Not at ail. 


They wanted rust-proofing and better car 


And the third chief criticism was—noises 
inside the car body. And almost as important 
on their list—better heating and ventilating. 
“Better visibility forward”’ . . . “‘wider front 
seats”... yes, the little things that are taken 
for granted on the showroom floor become 
the big deciding factors in the owner’s mind 
as the years roll by. 


. because 


And so, there’s a special reason for the smiles 
that wreathe the face of a Nash dealer today. 


He’s got what it takes to have and to hold. 


With the Nash “600” he has the new car 
news of a decade. Exceptional economy, 
unique engineering, riding and handling 
qualities that are making history and setting - 
the pattern for the industry. 


But more—he knows he will keep his host of 
new owners in the Nash family—because of 
the good, old-fashioned, bred-in-the-bone 

quality that is and always has been Nash. 
In such extra precautions as complete 


bonderizing (rust-proofing) of all sheet 
metal inside and out . . . and a costlier 


Permalux enamel of many times the 
‘usual durability. 


In such engineering foresight as produced 
the first Sand-Mortex soundproofing . . . 
the first Conditioned-Air Heating and 
Ventilating System . . . and the unitized 
construction that eliminates body rattles 
and squeaks. 


And these are only a few examples of why— 
whether it’s love at first sight—or a long 
courtship—a Nash owner stays married to 
his car. And his dealer stays happy 


Yet be lhe if ay fa 


NASH MOTORS DIVISION, NASH-KELVINATOR CORPORATION 
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AUTOMOTIVE WASHINGTON 


Tax Relief Depends 
On Labor Peace 


By William Ullman 
ashington Correspondent 








WHETHER MANAGEMENT and labor can iron out wage 
= without upsetting production will be an important 
actor in determining the amount of relief which the nation’s 
water cn get from Congress. Also playing important roles 
be the loss in national income caused. by John L. Lewis’ 
abortive strike and the grow- : 

ffecti ext 

sag Sotereaination ae 
cans to substitute sound| Best opinion now is that those 
policies for New Deal proce-|favoring a cut in spending first 
dures. and a cut in taxes afterward will 
These policies call for balancing | prevail. This would be more in line 
the federal budget and a statutory|with the views of the Treasury 
plan for debt retirement—two of|and the program which President 
several fiscal recommendations | Truman is expected to recommend. 
made by National Association of} The Treasury has released a 
Manufacturers. og Pe Postwar Boe ag 
Diffieu .|tion Tax ructure” pre iv 
ais Suitalaat of tho futuce tox pio- Richard Goode of its business tax 
ture stems from uncertainty about | Section. The 80-page report makes 


natio in|no recommendations. 
the size of the nation anne. |. In this field, NAM recommended 


“sy A wave of new further changes effective Jan. 4 



























ik 1948. Among them are: A 6 percent 
Ad Sen billions. er cut in corporation taxes; elimina- 
the nation’s: tax-|tion of double taxation on corpor- 
ate earnings; exemption of inter- 
corporate dividends from tax; re- 
peal of the 2 percent penalty on 
consolidated returns and substitu- 









General Motor’s vralkout, which 


an 18%-cent hourly wage increase. 
Other major CIO strikes this 











come effective July 1, 1947. 
NAM favors immediate curtail- 


tion of a six-year carry-forward of 
net business losses for the present 
two-year carry-back and carry-for- 
ward. 

The Treasury's study does not 
admit that there is double taxa- 
tion of corporate earnings under 
present law. This may be true, it 
was agreed, to the extent that the 
corporate tax is not passed on in 
higher prices and lower wages. 
There is no agreement, however, 
the study says, that this is general. 


* * * 


How Strikes Put Workers 


Behind Eight Ball 


WHILE LABOR union leaders 
are now giving lip service to the 
importance of full production, their 
record during the past year has 
been one of crippling strikes which 
hindered production and postwar 
reconversion. Moreover, the strikes 
have been highly costly to individ- 
ual workers as well as to industry. 
In selected. industries, for in- 
stance, including some by AFL and 
one independent union, the cost to 
workers totaled $491,836,088 and re- 
sulted in 55,243,761 man days of 
idleness. 








ment of spending and a 20 percent 


The CIO set off the strike spiral 








The Brighter Side . . . 













































year were in the electrical, steel 
and meat packing industries and 
in shipping. The AFL also was in- 
volved in the shipping strike. 
The AFL this year confined it- 
self to relatively minor strikes, ex- 
cept in the case of the United 
Mine Workers Union. The UMW 


again, but President John L. Lewis 
finally was forced by the govern- 
ment to call off the walkout. 
A breakdown of the cost to un- 
ion workers in the strikes. follows: 
General Fs—23,329,354 


Moto man 
$145,986,206 in wages 
lost. It is estimated each worker 


882. The strike lasted a month and 

involved 413,313 workers. 
Coal—The Solid Fuels Adminis- 

tration estimates that the two 


miner $682. Nearly 15 million man 
days of work were lost for a sal- 
ary total of $214,700,000. 
Power—The Pittsburgh power 
strike, involving 35,000 members of 
an independent union, caused a 
loss of 65,625 man days and $655,000 
in pay. The over-all effect on the 
Pittsburgh area was: 125,000 per- 
sons idle and an estimated loss to 


sithe city of $300 million. 


Allis Chalmers—27,000 CIO work- 
ers were involved in strikes of 


idle. The loss to date is estimated 
at $50 million in wages and 3,300,- 


000 man days. 


Hotel—5,000 AFL union workers 
at the Washington hotels lost a 
total of $640,000 in pay in three 
weeks. It is estimated that tip-re- 
ceiving employes will have to work 
52% weeks to make up what they 
lost during the 100,000 man days 


of idleness. 





Coast Zone Office 


Take Care 
10 Safety Rules Offered 
For Winter Driving 


WASHINGTON.—In aiticipa- 
tion of the hazardous conditions 


has suggested the 
See ee 
ving: 
lL. SPEED — Slow down on 
slippery roadways. cautious 
while turning, stopping or using 
brakes. 


2. WINDSHIELD—Keep your 
windshield wiper in effective op- 
erating condition. Remove snow 
and ice from all windows. 


on snow. Remember, may 
skid on ice. 

4. PEDESTRIANS — Be alert 
for at 


5& DARKNESS — Darkness 
comes early in winter. Remem- 
ber that the early hours of dark- 
ness have the biggest share of 
traffic accidents. 


6. SIGNALS — Remember that 


fog or mist, and snowstorms. At 


out of mud or icy ruts. 


10. STUCK—When stuck, rock 
the car back and forth until you 


high percentage of accidents oc- 
= in wintertime, NHUC 








Buyer’s Market 
Seen on the Way 
In Used Cars 


NEW YORK.— With above-the- 
ceil prices for used automobiles 
leveling off to their true 
value, the demand for this type of 
car will remain steady for the next 
two years, it was predicted by 
Jerome Cohn; president of the New 
York Used Car Dealers Assn., Inc., 
in addressing a meeting of that 
group here last week. 

There already is a definite trend 
toward a buyer’s market in the 
used-car business, according to 
Cohn, who said dealers are findin 
it more and more difficult to se 
a used car unless it is in good con- 
dition, capable of giving long ser- 
vice, and the “price is right.” 


As to reported eases of used cars 
being sold at exorbitant prices, 
Cohn detlared that few, if any, 


cars are now britiging the price 
they did in the black market under 
formet OPA a He said it 
was very difficult today to get more 
than $1,200 for any late prewar 
model car. 

Current high prices of new auto- 
mobiles wilh incréase the demand 
for well-kept late model tised cars 
because the “new ones, in many 
cases, aré already out of reach of 
Many wage-earhers,” Oohn pre- 
dieted. He added that the “lush 
money of a few moiiths age is rap- 


idly disappeariiig:” 

Colin distlosed that his 6rgariza- 
tion is concentrating 6 4 Gami- 
paign to drive unlicensed “éurb- 
stone” operators out of busifiéSs a§ 
a step toward “clearing up the bad 
name sometimes associated with 
the used-car industry.” Members of 
the association, he said, were seek- 
ing out persons guilty of selling 
used cars without proper licenses 
and turning over their names to 
the city commissioner of licenses 
for legal action. 

A code of ethics to prohibit false 
advertising and misrepresentation 
about the mechanical condition of 
used cars has been adopted by the 
New York group. 


Truckstell Shifts 


Division Personnel 


CLEVELAND. — Several person- 
nel changes were announced last 
week by Howard H. Lynch, sales 
manager of Truckstell Co., national 
distributors of automotive and 
truck special equipment. Loren W. 
Creed resigned as central division 
manager to join the Iowa Body and 
Equipment Co., newly —— 
Truckstell distributor in Des 
Moines. In his new capacity Creed 
is general managér and a partner. 

Replacing Creed as Truckstell’s 
central division manager is J. 
Frank Shumaker, who has been in 
the truck industry since 1924. For 
the past 10 years Shumaker has 
served Chevrolet, most recently as 
zone truck manager in Flint. 
George W. Morse has been appoint- 
ed assistant sales manager with 
headquarters in Cleveland. 








Brake Parts Output 


Planned by Ky. Firm 
MIDDLESBORO, Ky.—Middles- 
boro Friction Co. has been formed 
here to manufacture brake linings, 
clutch facingS and similar prod- 
ucts. Capital stock is $50,000. 
Incorporators are H. F. White, 
Fred Seale and Raymond Sliney. 





Want to buy or sell new or used 
cars? Classified Want Ads see inside 
back cover? will solve your problem. 





Moved by Nash 


LOS ANGELES.— Nash Motors 
has moved its zone office and parts 
warehouse here to new quarters at 
the Nash assembly plant in El 
Segundo, according to H. C. Doss, 
vice-president and general sales 






manager. 

The Nash zone operation in Los 
Angeles is headed by L. T. Kouns, 
Others on the staff are F. M. Mc- 
Cormack, assistant zone manager; 
K. W. Clancy, comptroller; A. J. 
, business management 
manager; L. T. Mortensen, service 
manager, and F. W. 
ear distribution. 
















McDermott, | year® old, the 
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FOB FACTORY 
Undercover Operations 











Upset Steel Men 


By A. H. Allen 


ONE OF THE LATEST developments in a “screwy” iron 
and steel market, not confined to the Detroit area alone, is 
the appearance of offers of substantial steel tonnages, at 
prices that are near-fantastic, some as high as $250 a ton, 
or over three times the published mill price. The tonnage 








does not come from any of 
the larger well - established 


steel mills, but usually from 
some broker who is virtually un- 
known in the trade. Like many of 
the reported “deals” in the used- 
car market, it is difficult to run 
the reports down, or to name any 
names when they are tracked down. 

One version of how the tonnages 
develop is that they are obtained 
by brokers or warehouses in ex- 
change for quantities of scrap steel 
which the producing mills sorely 
need, on an exchange basis of 3 
for 1, 5 for 1, and 


even 6 for 1, 
scrap for finished 
steel. This, of 


course, presup- 
poses the ability 
of the intermedi- 
ary to obtain the 
scrap for the mill 
which he does by 
paying $5 a ton 
premium beyond 
the currently 
quoted price. 

* * 





A. H. Allen 
oa 


Scrap Market 
Is Disrupted 

RESULT HAS been an almost 
countrywide disruption of the scrap 
market to the point where the gen- 
eral level of prices has risen an- 
other $5, on top of the $5 increase 
which came following the dissolu- 
tion of OPA. controls. 

By boosting the ante another 
$5, the large mills have moved 
to stamp out the undercover buy- 
ing, since there is a limit to the 
loss a broker can take on scrap 
which he has been selling to 
smaller mills at the former OPA 
price ceiling, particularly when 
he is selling five tons scrap for 
one ton of finished steel. 

Right at the moment, the infla- 
tionary pressure on steel prices and 
raw materials going into the man- 
ufacture of steel is tremendous, but 
the situation is one which everyone 
expected to develop pending the re- 
establishment of the normal rela- 
tionship between supply and de- 
mand. It could crack wide open at 


Kussow Reelected Head 


Of Auto Rebuilders 

MILWAUKEE, Wis.—The Auto- 
motive Rebuilders Assn. held its 
annual meeting here last week and 
reelected the following officers: 
Walter F. Kussow, president; Leon- 
ard F. Hubbell, vice-president, and 
Anton Koberstein, secretary-treas- 
urer. 

George Habhegger was reelected 
a director. Other directors named 
are John Friedli, Ed Immedus and 
Al Kamps. 








FOR SALE 


Auto showroom complete 
service station 300 feet 
frontage. Best location in 
Los Angeles. Brand new 
buildings and equipment. 
Set up for 2,000 car or 
more capacity. 


Priced for Quick Sale 


* 


DON C. TROUT 
Arco Realty and Insurance 
3516 W. 6th St. DE 3265 














any minute, and probably will, as 





soon as steel buyers say “nix” to AT + OF independent tire dealers held Bom age age ® plaque commem- 
- | orating years faithful service was presented to Martin J. Barry, right, Lincoin- 

maven prices on finished steel ton bon te The ved by 
ge. of the National Assn. of Independent Tire Dealers, L. E. Marlowe of Richmond, Va. 


> * > 


New Carburetor the state of Maryland. 


Barry has also served as president of the national association 





Reported for Pontiac 
AMONG CHANGES reportedly 
in store for the 1947 Pontiac model 
is a new design of carburetor. De- 
tails have not béen disclosed but 
it is understood to differ only 
slightly from the present type. ably ri be filled, aan 
- - = they duplicates, ag 
A MANUFACTURER of spot- cates of quadruplicates of orders 


lights declares his company has 
orders for 1,500,000 units on the 
books, or the equivalent of three 
years’ peak production. The catch 
is that most of these orders prob- 








placed with other manufacturers 
of this equipment. 

Already leading jobbers are can- 
celing all orders more than 90 days 
old, and some of these tremendous 
backlogs of accessory makers are 
going to evaporate overnight. 
aa Want Ad pt., inside back cover. 
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Frazer Predicts 

. . 
5-Million Car 
+ 

Output in °47 

WILLOW RUN. — Granted free- 
dom from serious strikes, America 
ought to get the five million auto- 
mobiles it so urgently needs in 
1947, Joseph W. Frazer, president, 
Kaiser-Frazer Corp. and Graham- 
Paige Motors Corp., said last week. 

“The nation is emerging from 
the difficult postwar readjustment 
period,” he said. “Nearly all the 
government controls pertaining to 
the automotive industry have been 
removed, Free business enterprise 
will have an opportunity of demon- 
strating its tremendous capabili- 
ties.” 

In the face of enormous buying 
power, the automobile industry will 
encounter no difficulty in market- 
ing its entire 1947 output, he added. 

“Everything depends, of course,” 
Frazer declared, “on uninterrupted 
production. We have had a disap- 
pointing year in 1946 because there 
were just too many work stoppages 
all along the way from the mines 
to the final assembly lines. 
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Every One a Sales FORCE! 


ND every one working persistently, day after day, year after 
year, as a force for the sale of automobiles and automotive 
products. For Cleveland is among the largest cities in the country 
in automobile owners, on a per capita basis. And the Cleveland Plain 
Dealer is one of the leading newspapers in the country in passenger 


car advertising lineage. 


Studies of car sales, broken down into 268 census tracts in Cuyahoga 
County (Greater Cleveland) show a striking parallel with Plain 
Dealer readership . . . a condition that has existed for many years. 
This assurance that every issue is not only a sales force but a force 
for sales merits first consideration in the planning of automobile 


and automotive product schedules. 





but 


We 





Facts for Cldeetisers 


Studies by the Market Survey 
Department of the Plain Dealer 
not only reveal detailed sales 
break-downs from 1928 to 1942, 


readership to car sales, and 
serve as a guide to just where 
dealer representation is needed 
— to achieve maximum sales. 


an appointment with you to 
discuss in detail your market- 
ing potentialities in Cleveland. 


also trace Plain Dealer 


shall be glad to make 








CLEVELAND 





A. S. Grant, Atlanta 


PLAIN DEALER 


Cleveland’s Home Newspaper 
John B. Woodward, Inc., New York, Chicago, Detroit, San Francisco, Los Angeles 


oko Kole} iS) St < 


D 
E 
C 
3 
O 
4 
6 








AUTOMOTIVE NEWS, DECEMBER 30, 1946 








| 


Dealer Doings 








Stanley Presents Checks 
At Worcester Yule Party 


Sixty-five employes of the Wor- 
(Maas.). Buick Co. recently 
attended a 


baker dealers, 


East Akron Nash 


Corp. marking 10 years as Stude- 


Building 


at the | Radiant-Meated Shop 


Rediant heating 
been installed 


Construction of a $60,000 shop, 
claimed to be one of the first radi- 


ae 
Coils of wrought iron pipe, em- 
bedded in the concrete floors and 
H. Thurston, Louis J.|supplied with hot water from a 
J.| gas-fired boiler, comprise the radi- 
Balance cocks 


* . 
Radiant Heating Installed 
In Many Western Shops 
in recent months 


; |upper story of its two-story build- 
; }ing at a cost of $4,800. The move 





‘MERSH MOTOR CAR 00. (Word), 27 Westfield Ave., N. 3., used thi 
fer several years before revamping it. 
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would reduce the load on the foun- 
dations. 


Appreciation 
Three N. H. Dealers Cited 


By Plate Glass Co. 
MANCHESTER, N. H.—(UTPS) 


the Manchester Pitts- 
burgh Plate Glass Co. 
The dealers were publicly thanked 


For Lincoln-Mercury 


been president of the Milwaukee 

and state car dealers 

and was chairman of the state 

auto booster tours held for several 

years in Wisconsin. 
+ s 


Blue Bonnets Appointed 
By Ford in Montreal 

Blue Bonnets Automobile, Ltd., 
has been appointed Ford and Mon- 
arch dealer in Montreal. On De- 
carie Blvd. opposite the Blue Bon- 


. | nets race track, the dealership has 


showrooms, offices and service de- 
partments, occupying 13,000 square 
feet. N. R. Begin is president and 
general manager. 

* as 6 


Benson & Wesslen Form 


Chevrolet Firm in Wis. 


Carl Benson has been elected 
president of the B. & W. Chevrolet 
Co. at Hayward, Wis., which pur- 
chased the dealership known as 
Frank’s Super Service in that city. 
He, had been general manager of 
Frank’s Super Service since the 
death of Frank Christ, the owner. 

Jd, E. Wesslen, formerly with Pro- 


"duction Credit Corp, has been 


— secretary-treasurer of B. 


{Name Metchik Dealer 


For ‘Plymouth-De Soto 





The appointment of Metchik Mo- 
tors, Inc., Rahway, N. J., as De 


Chrysler executives, including C. L. 
3 tga regional director for De 
to. 


Ford Dealerships Opened 
In San Bruno by Turner 
Opening of a new Ford sales and 
service establishment in San Bruno, 
Calif., has been announced by Bob 
Turner, who has long been asso- 
ciated with the automotive field. 
He served with Army ordnance 


les | during the war, and previously was 


associated with a Ford credit or- 
ganization. Sad 
os 


Goodwill Aid 


“Qur Baby” Appeal Sent Out 


Dealership Is Formed 


By Karcz and Paulus 
Karcz-Patlus Motor Co., 


Site for New Plant 
Announced by Beckwith 


Hugh T. Beckwith, Inc., Bing- 
hamton, N. Y., has purchased two 
additional blocks of property on 





pictured in Automotive News. 

The building will measure 150 by 
120 feet and will be an addition to 
the present one. 

Officers of the company besides 
Goodell are W. J. Chesak, vice- 
president, and John T. (Mac) Mc- 
Connell, 


Camp-Burdette Party 

Officials and employes of Camp- 
Burdette Motor Co., Charleston, W. 
Va., held their eighth annual 
Christmas party last week. Bonus 
checks were distributed. The speak- 
ers included D. E. Lynd, General 
Motors Acceptance Corp.; Scott 
Camp and E. D. Stanley, Oldsmo- 
bile zone representative; S. W. Bur- 
dette, and Fred Meyer, Charleston 
branch manager of Motor Insur- 


ance Corp. 
* ” 7 


Hoppe Holiday Party 
The Hoppe Motors, Inc. (Chrys- 
ler-Plymouth), Charlotte, N. C., was 
host to employes and members of 
their families at the annual Christ- 
mas party at Hotel Charlotte. W. T. 
Hoppe, president, was toastmaster. 
*” + + 


Installs Wrecker Service 

Jerry McCarthy Chevrolet, Inc., 
207-211 E. Sycamore S8t., Kokomo, 
Ind., has installed a 24-hour wreck- 
er service under the management 
of C. R. Trimble. 


* * * 


Philibaum Opens 
Official opening of the Philibaum 
Motor Sales (Chrysler-Plymouth) 
at Peru, Ind., was held last week, 
featuring a new addition housing 
a combination salesroom and serv- 
ice station. 


+ a 
Dorner Opens New Building 
P. Dorner’s Sons Co. (Chevro- 
let) held formal opening last week 


E. Washington St., Frankfort, Ind. 
The Dorner Implement Co. will 
remain at 208 E. Washington St. 


Cartelli Bros. 

D. A. Cartelli and his brother, 
Anthony D. Cartelli, have organ- 
ized the Park Road Motor Sales, 
Hartford, Conn. A general service 
business will be carried on and 
used cars will be handled. 

’ 7 - — 


Taylor Motor Open House 

The Taylor Motor Co., Taylor, 
Tex., held open house Dec. 19 in 
its new building at Porter and 
Second Sts. K. L. MceConchie and 
Killis Campbell are co-owners. 
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Dividends on Car Stocks 
Drop 23% in Quarter 


By Dana Stuart 
Staff Correspondent 

NEW YORK—Although Ameri- 
can corporations as a whole paid 
out 12.6 percent more in cash divi- 
dends in the three months ended 
Oct. 31 than in the like period of 
last year, payments by automobile 
manufacturing companies were 23 
percent below a year ago. 

These figures, from the Depart- 
ment of Commerce, reflect the diffi- 
culty the automotive industry is 
having in making money ‘under 
present conditions of rising wage 
and material costs and restricted 
production. 

They give support to the conten- 
tion of industrialists that what 
business most needs is the oppor- 
tunity to get into full production, 
without’ further wage rises or 
strikes. They contend industry, if 
given a chance, can increase its 
output sufficiently in the next year 
to enable it to begin to reduce 
prices. 

Further wage increases, they 
say, must lead to further price 
increases, with the danger that 
the public will stop buying and 
create a business recession that 
will cause unemployment. 

The earnings record of the auto- 
motive industry this year has been 
erratic, a fact reflected in the pay- 
ment of dividends. Out of a se- 
lected list of 23 car and truck, parts 
and accessory and tire and rubber 
companies, eight have increased 
dividends over last year, five have 
paid less and 10 have paid the 


same. 
The tire and rubber companies 
have made the best showing in 
dividends when compared to last 
year. Firestone and General have 
declared the same amounts as in 
1945 but Goodrich, Goodyear, Lee 
and U. S. Rubber have paid more. 
Among the car and truck manu- 
facturing concerns, Federal and 
White have paid more, Chrysler, 
Hudson, Nash and Studebaker have 
paid the same and General Motors 
and Mack have paid less. 
In the parts and accessory group, 
Aluminum & Brass and Elec- 
tric Auto-Lite have declared larger 
payments than in 1945, Bendix Avi- 


Willys-Overland 
Reports Profit 
Of $402,900 


TOLEDO.—Willys-Overland Mo- 
tors reported a net profit of $402,- 
900.87 after provision for reserves 
and federal income taxes for the 

year ended Sept. 30, 1946, in 
=. una shut down 40 per- 
ce year by work stoppages, 
James D. Mooney, president and 
board chairman, told Iders 
last week in connection the 
company’s annual report. 

“The 12-month period covered by 
the report reflects a substantial 
improvement in the company’s 
overal} financial position,” Mooney 
pointed out. 

According to the report, the 
company’s gross income from all 
sources totaled $61,487,693.95, of 
which $56,510,478.66 resulted from 
the sale of Universal Jeeps, Jeep 
station wagons, parts and forgings. 
General operating expenses 
amounted to $42,298,324.45, plus 
federal and state taxes of $1,337,- 
726.88 and and wages 
448,741.75, or a 
08. 

Included in the income figure is 
a federal tax credit of $854,410.54, 
resulting from a loss carry-back 
to the year 1944. 

Although Willys-Overland had no 
strikes in its own plant, Mooney 
said that, “due to the yzing 
strikes in industry, slow deliveries 
of machinery and tools, and short- 
ages of critical materials, we have 
been compelled continually to re- 
vise the introduction dates of our 
line of vehicles. 

The newest members of the Jeep 
line, he disclosed, would be pro- 
duced shortly after the first of the 
year. He expressed the hope that 
the new passenger car would be 
in production during late 1947. 








ation, Motor Products and Young 

Spring & Wire have paid less and 

ents similar to those of last 

have been declared by Borg- 

Warner, Briggs, Eaton and Motor 
1 


all Street opinion continues 
mixed on the outlook for 1947. 
The rank and file of brokers be- 
lieves the trend of business and 
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security prices will depend large- 
ly on the course pursued by the 
labor unions. 

With a year of industrial peace, 


will be free to enter a cycle of 
several years of prosperity. 

In the meantime, stock 
are said by the technicians to be 
entering a critical level. If heavy 
resistance is encountered in this 
vicinity, they say, the bear market 
probably will be resumed. 

+. 


Timken Axle Acquires 


DETROIT.—Timken-Detroit Axle 
has acquired all the assets and 
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ARKLING BEAUTY 


an important producer of metal 
stampings for over 36 years. The 
present management, headed by 
Gilbert Butler, will continue to op- 
erate the business, and no change 
in sales policies is contemplated, 
the announcement stated. 
+. = * 


Prewar thors yohethy 


Is To 
“re, — Casco 


Products Gan reported last week 
that its volume sales for the first 
nine months of the fiscal year 


YNexyglas 


Only Rohm & Haas 
Makes 


Plexiglas 


Acrylic Plastic Sheets 
and Molding Powders 





‘dise at a rate averaging over 


Joseph H. Cones president, said: 
“Your company is selling yoy 


000,000 a month which indicates 


ROT M 


The smart PLexic.as radiator ornaments which 
brighten the hoods of modern cars will continue 
to please their owners for years to come. 
because their sparkling beauty will not cloud or 
discolor with age or weathering. But radiator 
ornaments are only one of many automotive 
uses for which this crystal-clear, acrylic plastic 
is so well suited. 

More and more automotive engineers use 
PLExIGLAs to enrich interiors as well as 


Ane 4 


x 


exteriors... for horn buttons and instrument 
dials and lenses . . . as well as tail lights, stop 
lights, parking lights and. direction signals. 
For detailed information, call or write our 
Detroit Representative: W. E. Biggers, 819 
Fisher Building, Madison 1500. 
PLEXENE M 
@ promising new modified styrene co-polymer 
molding powder... weather resistant... heat 
resistant... gasoline resistant... available at 
recently reduced prices. Ask for details. 


Prexictas is a trade mark, Reg. U. S. Pat. Off. 
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The Other Side of the Picture 
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Highway Plan Criticized 
Bridges Are Termed the Weak Link 
By Prof. Worley 


LOS ANGELES.—Prof. John 8. 





ioned and supported by multiple 
axles. 


Thus, according to Dr. Worley, 
all experiments and investigations 
made since the first road test of 
the Public Roads Administration in 
1925 show that dual axles, each 


loped | joaded to the full legal limit of a 


In his paper, Dr. Worley, who 
is a gee member of the Engi- 
neering 





In somewhat simpler terms, he 
added: “The loading for each of 
dual or multiple axles, when prop- 
erly spaced, can be the same as 
the legal load of a single axle with- 
out injury to the paving surface. 
Any kind of pavement which can 
support an 18,000-pound axle load 
(a standard now in use in many 
states) without undue stress can 
safely carry dual axles, each with 
an 18,000-pound load.” 

Asserting that sound engineer- 
ing calls for a structure with no 
weak part, Dr. Worley pointed at 
current plans for new bridges as 








being woefully behind the times 
with respect to carrying capacities. 
Specifications for the 34,000 to 


40,000-mile Interstate Highway Sys- | 


tem, to cost $12 to $15 billion, Dr. 
Worley explained, at no place sug- 
gest a heavier gross load than 72,- 
000 pounds for a tractor semi-trail- 
er with a distance of 28 feet from 
leading axle of the trailer to the 
rear axle of the semi-trailer. 

But, he made clear: 

“As has already been shown, 
quite conclusively, the paving sur- 
face of the Interstate Highway 
System can support concentrated 
loads of 18,000 pounds spaced 42 
inches apart for an_ indefinite 
length, without overstresses, which 
for 60 feet is more than 300,000 
pounds, bridges of course excepted. 
A nine-axle vehicle with such an 
overall length is practical, the 
gross weight of which is 152,000 
pounds—8,000 pounds for the lead- 
ing axle and 18,000 for each of the 
other axles. Eight-axle and seven- 
axle combinations with similar axle 
gross loads will have 134,000 and 
116,000 pounds, respectively. 


“Why should the bridges of the 
interstate highway system be 
constructed with a carrying ca- 
pacity so much less than the 
other of the system?” 

Dr. orley recalled that Dr. 
James H. Cissel, chairman of 
Structural Engineering, University 
of Michigan, has estimated that 
the increase in highway cost to 
provide bridges capable of carry- 
ing gross loads of 152,000 instead 
of 72,000 pounds would amount to 
only 2.7 percent. bs 

“The small additional cost to the 
interstate highway system — less 

than 3 percent—calls for bridges 
with a carrying capacity approach- 
ing the other parts of the system,” 
the paper maintained. 

“The future economic growth and 
security of the country should not 
be stymied by a restricted high- 
way system,” he concluded. 


L-O-F Closes 
Record Year; 
Sees Bright °47 


TOLEDO. — John D. Biggers, 
president, Libbey - Owens - Ford 
Glass, in reviewing the 1946 oper- 
ations reported last week that by 
using its reserve glass production 
the firm reached an all-time top 
volume of glass products during 
the past year. 

Employment is now at a new 
peak of 9,800 and the annual pay- 
roll of approximately $29,000,000 is 
more than double that in typical 
prewar years. Average hourly 
wages earned by employes in Lib- 
bey-Owens-Ford factories have in- 
creased more than 65 percent over 
1938. 

Moderate price adjustments on 
glass near the end of the year 
helped to make up for some of the 
heavy wage increases put into ef- 
fect during the war and in the 
postwar period. Volume production 
also contributed to substantial bet- 
terment in earnings. 

“The outlook for 1947 is good,” 
said Biggers. “Automotive produc- 
tion should be greater than it was 
in the year just closing. Building 
has not yet reached its peak. Sup- 





volume. Building labor supply has 


‘considerably improved through 


training programs and re*urn of 
men from service with the Armed 
Forces. 

“A most important problem for 
industry in 1947 will be the con- 
tinued effort to balance supply and 


'on costs and prices stimulate the 





demand, and through sound policies 


maximum business activity and em- 
ployment. This means greater pro- 
ductive effort in most lines of in- 
dustry and requires the cooperation 
of management and labor to main- 
tain steady operations,” he said. 

Biggers feels that in the automo- 
tive industry, with which Libbey- 
Owens-Ford is closely allied, the 
decision to continue many current 
models in 1947 will tend more 
quickly to meet the backlog of de- 
mand for cars. It should encourage 
peak production without any slack 
period for changeover. 


| Dodge Suggests 
Tire Powder as 
Static Cure 


DETROIT.—If your automobile 
or truck radio squeals out zkg-tu- 
y-rf! k-rg-stp-fr!’ or other such 
unintelligible sounds, the tires may 
need a dose of powder, according 

officials. 


to Dodge 

B. B. Settle, director of service 
of Dodge, is informing Dodge deal- 
ers throughout the nation how 
they can suppress troublesome sta- 
tic electricity generated by tire 
friction. 

Static electricity has been a 
problem for many years to millions 
of automobile and truck owners. 
Automotive engineers discovered 
recently that tire friction some- 
times builds up enough static elec- 
tricity to cause a static noise in 
the radio. Certain atmospheric con- 
ditions speed formation of the 
static electricity, it was stated. 

Settle advises that the noisy con- 
dition usually can be eliminated by 
using a new tire static suppression 
powder. The powder, which is in- 








jected into the inner tubes with 
a special tool, is acetylene black. 

Individual grains of the new 
powder are so small that 50,000 
of them are needed placed end to 
end to make a micron, the mil- 
lionth part of a meter. The powder 
collects most of the static electric- 
— then dissipates it, Settle 
said. 


Nash’s Award 
Goes to Reising 


CINCINNATI.—Nash Motors has 
awarded to John (Babe) Reising, 
Inc., its new 10-point Dealer Award 
for outstanding efficiency in plan- 
ning, equipment, personnel, __re- 
sources and operating standards. 

L. B. Hakes, zone manager, made 
the presentation at a dinner in 
Hotel Stinton here. H. A. Leach- 
man, district manager, presided as 
toastmaster at the dinner attended, 
in addition to “Babe” Reising, by 
E. D. Stebbins, assistant zone man- 
ager; Herman Martin, service man- 
ager; H, E. Brown, Reising’s sales 
manager; Arthur J. Bonney, his 
office manager, and Don Wilson, 
service manager of Reising’s deal- 
ership. 

Along with a bronze wall plaque 
went gold lapel buttons for Reis- 
ing’s 25 employes. 


West Sells Business 

Greenfield Motor Sales & Service, 
Inc., Columbus, O., has purchased 
the business of Lee F. West. Green- 
field Motor Sales was recently in- 
corporated by M. W. Rockenbaugh 
and others of Columbus. The sale 
includes the buikiing. 
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Me,”’ , 
the 


“Dealers Tell by John 
Munn, is an open forum for 


expression of dealers’ opinions. 





of many similar 
Art in Detroit throughout 
Detroit, add finishing 


touches as they hurry 
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_ Sheet Steel Holds Key . . . 





‘Full Blast Car Output 
Seen by Mid-1947 


‘Continued from Page 1) 


an expansion program, which will 
provide an additional 2% million 
tons of sheet steel, will be com- 
pleted. 
Another optimistic factor for 
1947 is an improved outlook on 


Mallon 


(Continued from Page 1) 
ments as new buildings and em- 
bark on no general expansion pro- 
gram until you know for sure 
where the money to finance such 
improvements is to come from. I 
would advise specifically that the 
dealer build an adequate reserve 
for the next eight months to en- 
able the payment of justified wages 
and to render satisfactory service.” 





“The sooner prices go down to 
lower levels on used cars, the bet- 
ter it will be for all of us. I feel 
sincerely that we should all do 
what we can to get these prices 
down to a lower level. 

“As for service charges, I do not 
feel that we are going to become 
unreasonable or unfair. We have 
to advance mechanics’ wages, and 
hardship cases should be rectified. 

“Dealers should begin the task 
of rebuilding their sales organiza- 
tions, which have been reduced 
during the war and since that 
time. I feel that we should start 
training new men and getting our 
personnel ready for the busy days 
that are bound to come in the fu- 
ture. We should bear in mind that 
the sellers’ market, which we have 
been enjoying, is not going to con- 
tinue indefinitely. I feel that these 
conditions will end rapidly and 
may come within the year ahead,” 
Mallon stated. 

“As far as NADA is concerned, 
I am happy to say that conditions 
never were better. Our member- 
ship is larger than it ever has been 
before, and I feel that our stand- 
ing in the eyes of the public was 
never higher. 

“I feel —_ the dealers are = 
to possible praise for 
eo to the organization 

the trying times of the 
oe have ~_ 

of the words ... In 
is —— 

“By far the most significant de- 
velopment of the past year was the 
victory won by us in securing the 
restoration of our historic trade 
discount. The outcome of this fight 
demonstrated that the position of 
the dealers was sound and right 
all the time. For this reason I 
think we should all feel a deep 
sense of satisfaction. 

“I wish to call the attention of 
the dealers to our national con- 
vention to be held in Atlantic City 
in February. This will be our first 
postwar meeting, and it will prove 
of great value to all of us. We will 
get both information and inspira- 
tion from it, and I urge all mem- 
bers of NADA, who possibly can 
do so, to attend this great gather- 


raw materials imports which are 
essential to motor vehicle produc- 
tion. Unfortunately, this nation 
cannot supply its own demands 
for tin, lead, rubber and other ba- 
sic materials. 

Also, next year should see the 
removal of the few but still too 
many government controls which 
still restrict the free flow of ma- 
terials needed by the auto indus- 
try. Restrictions on such basic sup- 
plies as steel are still in effect. 

Aside from how many cars and 
trucks they will be able to build 
in 1947, car and truck manufac- 


going to have any difficulty in mar- 
keting their entire output. 


An abbreviated 


17,360 trucks in the U. S. During 
the week ended Dec. 21, revised 
Automotive News tabulations 
reveal that U. S. makers turned 
out 66,484 cars and 26,029 trucks. 

With two more days to go, De- 
cember’s final output totals will 
probably include about 252,000 cars 
and 97,000 trucks. 

Ford closed down all its opera- 
tions. on Christmas Eve, while 
Hudson and Packard were absent 
from production all week. 

It is unlikely that any of these 
three makers will resume output 
until after the first of the year. 

General Motors built an _ esti- 
mated 24,009 passenger cars in the 
U. S. last week, compared with an 
actual output of 32,271 in the week 
before. 


All GM divisions, with the ex- 
to work ee ee eee 


Buick will oe today 
(Dec. 30) and to cmpested tas 
1947 Buicks will be rolling off 


the line by Jan. 17. 

The GMC truck division will 
probably cease operations tomor- 
row (Dec. 31) for a week of in- 
ventory. 


Chrysler divisions last week 
turned out an estimated 8,333 cars 
in the U. S. Chrysler officials re- 
ported that absenteeism was ex- 
cessively high on all shifts after 
Christmas Day. 


With Chevrolet likely to hit a 
total of more than 400,000 passén- 
ger cars before the year is out, 
the race for passenger car output 
is now clearcut. 

The Hudson plant was closed last 
week after an actual total of 1,705 
cars were built the week before. 
Parts shortages last week con- 
tinued to shave down the assembly 
of Kaiser and Frazer cars to an 
estimated 509, after 631 were built 
the week before. 

No Packard cars were built last 
week as the plant remained closed 
for inventory. According to reports, 
Packard will not resume produc- 
tion again until Jan. 6. 

Nash turned out an estimated 
2,184 of its new 1947 models last 
week, compared with an actual 





ing of the members of our indus- 
try.” 


total of 2,669 the week before. 


turers are sure that they are not N 


PASSENGER CARS 


Car, Truck Output Estimates 
By Automotive News 


(U. 8. PRODUCTION ONLY) 














Week Week Jan. 1 Jan. 1 
Same Ended Total to to 
Dee. 28, Week Dec. 21, Dec. Dec. 27, Dec. 28, 
196 86©=—.: 1941 1946* toDate*  1941*+ 1946* 
GENERAL MOTORS 24,009 4,500+ 382,271 120,168 2,168,085} 815,867 
Buick ...... seveees 4452 Closed 6,085 22,925 368,776 155,274 
Cadillac ........... 854 Closed 1,137 4,040 57,748 28,260 
Chevrolet ..... pane 4,500t 14,989 56,397 1,241,234+ 388,380 
Oldsmobile ........ 8,711 Closed 5,168 18,520 226,746 112,004 
NE os cop ueeed 3,601 Closed 4,392 18,281 278,581 131,040 
CHRYSLER ........ 8,383 2,866} .11,292 41,959 1,097,388t 529,433 
De Soto ........... 986 Closed 1,387 4,781 98,575 61,834 
Dodge ............+- 2,483 2,498t 3,407 12,868  367,050t 152,387 
Plymouth ......... 3,752 S73t 4,901 18,046 500,383 235,625 
Chrysler .......... 1,112 Closed 1,587 6,264 186,325 79,587 
EE Sha wh cheb ushens 5,170 7,940; 18,714 45,975 1,018,598} 457,368 
Pee cere 4,172 7497+ 10,865 36,414 895,984+ 372,917 
Lincoln ........... 216 652 1,845 18,301 18,496 
Mercury .......... 7182 443 2,297 7,716 104,308 710,955 
CROSLEY ........... 297 N.A. 854 SUR“ basnes 5,053 
HUDSON ........... Closed 1,705 6,470 78,908+ 95,512 
KAISER & FRAZER 509 Deke 631 ee: eauean 11,079 
EE pha'gss0desswup 2,184 Closed 2,669 9,989 18,447 98,982 
PACKARD .......... Closed Closed 877 3,748 13,987 41,628 
STUDEBAKER ..... 1977 Closed 2,480 9,348 181,306+ 77,123 
WILLYS# ........... 802 456+ 541 1,908 29,300t 6,297 
MISCELLANEOUS 6,123t 406,008+ 
Total Cars, U. S. .. 42,781 28,131} 66,484 244,099 65,081,967} 2,138,337 
*Revised. tIncludes trucks. {Station wagons. N.A—Not available. 
Note: 1941 figures include cars and trucks, U. S. and Canada. 
s . e * * * 
COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 
Week Week Total Jan. 1 
Ended Ended Dee. to 
Dec. 28, Dee. 21, to Date, Dec. 28, 
1946 1946* 1946* 1946* 
CHEVROLET ............... 5,483 4,277 25,782 
EN 6 Uaddb edeiretelee ceedees 2,509 5,649 19,487 198,767 
ED ie cig had bieies ve ddan s 2,499 3,429 12,625 124,816 
INTERNATIONAL ......... 2,301 3,124 11,754 112,789 
PR asc CCw Eva > eee ces 1,051 1,798 6,511 70,761 
STUDEBAKER ............ 1,079 1,340 5,067 42,941 
SEES ike bes cdcepeswenbecdd uk 1,804 1,828 4,783 36,580 
SED bie Sue's 6 4b bk eave Seals 361 474 1,724 16,991 
Nias ow tetas pound Closed 350 1,088 12,541 
DIAMOND T ............... 225 317 1,189 8,757 
FEDERAL .......ccccsccees 61 114 415 8,375 
MRL ib bod 4:54 cic tithes sicee'es 230 351i 1,224 4,808 
ot a re Closed tees 12 3,374 
Me Wkcwdess 257 477 1,661 26,558 
Total Trucks, U. S. ...... 17,360 26,029 98,387 932,393 
Fotal Cars, Trucks, U.S... 60,141 92,513 337486 —«-3,070,730 
Total Cars, Trucks, Canada 1,423 4,108 14,200 169,231 





Four-Wheel Drive, Sterling, etc. 


*Revised. Miscellaneous includes Autocar, Divco, Marmon H., Brockway, 





FRANKFORT, Ky.— Kentucky 
laws regulating hauling of new 
‘motor vehicles will be tested in a 
suit scheduled to be heard when 
Circuit Court opens here Jan. 6. 

The action was filed by two 
Springfield (O.) firms, the Keno- 
sha Auto Transportation Corp. and 
the Fugate & Girton Driveaway 
Co., Inc., which contend their driv- 
ers could not be arrested for ex- 
ceeding the state’s length limit of 
33 feet for truck and trailer, if 
their loading of new cars on trucks 
followed the state’s transportation 
regulations. 


Further arrests were prohibited 
by a temporary order granted b 
Circuit Court Clerk Kelly C. Smith- 
er in the absence of Circuit Judge 
W. B. Ardery. 

Assistant State Attorney General 
C. F. Kelly, assigned to the State 
Highway Department, said the 
firms for $2 each could get special 
permits to exceed the over-all 
length. After Jan. 1, 1947, the max- 
imum truck-trailer length in Ken- 
tucky will be 45 feet on designated 
arterial highways. 

The transportation firms con- 
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Ky. Court Test Coming 
On Driveaway Laws 


tended in their suit that Kentucky 
law authorizes that a car be placed 
upon a large truck, another car 
partially mounted by having. its 
front wheels on the rear of the 


truck, with a third car towed. The | | 


state’s contention was that when 
the resultant length exceeded the 
legal maximum the drivers were 
subject to arrest. The companies 
asked the court to decide that 


Cadillac 


(Continued from Page 1) 


the manually-operated 
Synchro-Mesh transmission. Dur- 
ing 1946, Gordon said, 85 percent of 
Cadillac buyers chose Hydra-Matic 
drive. 

Gordon revealed that Cadillac 
has orders on hand that cover 
— production during 

“While we have the largest bank 
of unfilled orders in our history,” 
Gordon declared, “we will not com- 
promise with the standard of auto- 
mobile building which Cadillac’s 
name has come to stand for.” 

He pointed out that the 1946 
Cadillac embodied 63 improve- 
ments, by far the most changes 
to be offered in recent years, and 
“we therefore were unable to find 
sufficient reasons for drastic 
changes in the 1947 models.” 
—Bernm THomas 








Miserendino Motors 
Miserendino Motor Co., Charles- 
ton, S. C., has been incorporated 
with capital stock of $30,000. Joseph 
Miserendino is president-treasurer; 
Henry G. J. Bullwinkel, secretary. 

















Stinson Adopts 
Owner Service 
Policy Plan 
peed ven es yest and 
cluding a free 25-hour: a 


was announced last week by the 
Stinson division of: Consolidated 















































Jan. 2, a copy of the owner’s serv- 
ice poten es Se even ee Tae 
chaser of a new Stinson V 
150 or Stinson Flying Station 


H. Klenke ir, general sales man- 
ager, covers the factory standards 
for delivery, the conmatiabanea’a 
warranty, the free 25-hour inspec- 
tion, and includes a change of resi- 
dence clause. An owner’s identifi- 
cation card accompanies each Stin- 
son service policy. 

The warranty period is 90 days 
from the factory flyaway eng or 
for the first 100 hours flying time, 

whichever comes first. Calculated 


on cruising speed of 125 miles an 
hour and 100 hours flying, the Stin- 
son owner is assured 12,500 miles 
of warranted air travel. 








merchant fs 
chiefs Ke 


More than half of America’s 
800,000 Elks own their own 
business. A good sign, indeed, 
that these men are just the 


customers you’re looking for 
if you sell a quality product... 
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ADJUSTABLE PARTS BINS! 


WRITE FOR DESCRIPTIVE FOLDER 





1815 Trombly Ave. 
BETROM 11, MICH. 















of Exide, reported their _ 


Battery Blues : | pil he mg However, reputable dealers eee raae: 


Price Boosts Add to Shortage Grief . on ‘ mune a up 20 percent, fexide 17 : : 


Of Cleveland Motorists 





-—Those loud wails jing to pay to keep his car on the . Miller Names Gallacher 
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road another winter. ’ The Miller Automobile 
Rebuilt batteries, performance - Plymouth), Sac 
unguaranteed, are selling openly 
for $20 to $30. New. batteries, hand le 
built, are sold under what the in- with the J. E. French Co., 
dustry is calling “Joe Blow” trade manager. Bért Jennings, 
-erdepervreny rorradiory ean background of over 20 


Pike reseed piten seperted herp sales staff as wholesale manager. 
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New Commercial Car Registrations, 45 States for Oct. 1946-Al 
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New Commercial Car Registrations, 17 States for Nov., 1946-41 | 
aL IE 


Diamend T 
Diveo 
Dodge 
Federal 
Ford 


Chevrolet 


New Passenger Car Registrations, 47 States for Oct., 1946-41 
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New Passenger Car Registrations, 15 States for Nov., 1946-41 
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Union Gold Rush. . . 


Congress to 





be Asked 


For Portal Pay Relief 


(Continued from Page 1) 


it may carry some greater weight 
because it is the case directly in- 
volved and in which the Supreme 
court laid down the rule.” 

Meanwhile, concerted action to 
meet this latest union threat, 
which would wipe out many busi- 
nesses, gained momentum last 
week. The United States Cham- 
ber of Commerce started mar- 
shalling its 2,000 affiliated organ- 
izations behind a drive to relieve 
employers from the liabilities of 
portal-to-portal pay retroactive 
to 1938. 


Over the weekend its poll of 20,- 
000 companies was underway to 
determine their reaction to pro- 
posed amendments to the Fair La- 
bor Standards Act of 1938 which 
would limit the retroactive liabil- 
ity to some period less than eight 
years, define clearly what occupa- 
tions are considered interstate and 
covered under the act, and validate 
compromise settlements with 
groups of workers. Another amend- 
ment, said to be under considera- 
tion by others, would make back 
wage demands subject to collec- 
tive bargaining. 

The CIO interprets the Supreme 
Court decision to mean that the 
worker should be paid from the 
moment he sets foot inside the 
company gates. The union is hurry- 
ing the suits “because the new 
Congress is expected to fix a sta- 
tute of limitations on such portal 
pay as soon as it is convened Jan. 
3,” according to August Scholle, 
national CIO representative in 
Michigan and state CIO president. 
Congress could not make the sta- 
tute apply to suits already filed, 
he said. 

Dow Chemical leads the list of 
firms that have settled the back 
pay claims based on this contro- 
versial issue. It has agreed, accord- 
ing to reports last week, to give 
its employes $4,056,000. The Co- 
lumbia Chemical division of Pitts- 
burgh Plate Glass Co., at Barber- 
ton, O., will pay $400,000 without 
waiting for a court decision. 

Effect on Dealers 

It is impossible to determine 
how many dealers would be af- 
fected if portal-to-portal compen- 
sation becomes a reality. There is 
a general statement that a dealer- 
ship, whose business exceeds 25 
percent “non-retail,” is engaged in 
interstate commerce. But the ram- 
ifications of interpreting “non-re- 
tail” and attempts to widen the 
coverage of the term make any 
final classification pretty much an 
individual matter. 

Temporarily, at least, the por- 
tal issue is eclipsing CIO drives 
against the automotive and other 
firms for higher pay. The na- 
tion’s steel fabricating companies 
last week were studying a pro- 
posal from CIO President Philip 
Murray that the firms agree to 
extend the present contracts un- 
til the union can work out a 

1947 pattern with basic steel pro- 
ducers. 

It was expected that a $270,000,- 
000 suit against Ford would be 
filed today (Dec. 30). Other auto- 
motive firms against which action 
has already been taken include 
Briggs Mfg., $18,000,000; General 
Motors employes at Flint, $2,000,- 
000; Fruehauf Trailer, $200,000; U. 
S Rubber, $1,400,000. 


Frequently torn by internal dis- 
sension, the unions saw another 





row looming with the portal issue 
as the springboard. Several De- 
troit unions of the United Steel- 
workers (CIO) severed connections 
with the Michigan CIO Council be- 
cause of an “unauthorized” letter 
sent out by Scholle several weeks 
ago to Michigan CIO locals ad- 
vising them to file suits for portal- 
to-portal pay at once. The steel 
union spokesmen claim that this 
letter prematurely disclosed plans 
for the portal drive. 

George T. Christopher, Pack- 
ard president, asserted that if 
the union persists in fighting for 
portal compensation, then one re- 
sult might be that firms would 
discontinue the parking lots 
maintained close to the plants 
for employe convenience. 

Barriers to Suits 

One Washington official pointed 
out to an Automotive News writer 
that many of the suits so far filed 
would not stand up because several 
states have statutes of limitation 
which govern such claims. Some 
limit retroactivity to as little as 
two years. 

Meantime, a one-year morato- 
rium on wage and price increases 
was urged by Charles E. Wilson, 
president of General Electric Co. 
By 1948, he predicted, industry 
would be in a position to start re- 
ducing prices. “For every increase 
of 1 percent in wages, General 
Electric products will have to be 
raised % to 1 percent,” he warned. 

On the brighter side was the 
end of the 151-day-old strike at 
Long Mfg. division of Borg-War- 
ner at Detroit. The firm, a ma- 
jor producer of clutches and ra- 
diators, agreed to an average 
17%-cent-an-hour boost. The 
strike was called to back de- 
mands for an increase of 18% 
cents. 

The Allis-Chalmers strike con- 
tinued. R. J. Thomas, UAW-CIO 
vice-president, said, “I guaranteed 
that the Allis-Chalmers workers 
would return to work and the plant 
reopen pending settlement of the 
strike if the company would join 
the union in requesting President 
Truman to establish a fact-finding 
panel to settle this dispute.” 

Chrysler Talks Dormant 

A Chrysler spokesman stated 
that the corporation had not re- 
ceived any request for resumption 
of negotiations for more pay from 
the UAW-CIO. Conferences be- 
tween the company and the union 
were discontinued several weeks 
ago at the request of the union 
officials. 

The Cutting Tool Manufacturers 
Assn. went on record at its annual 
meeting in Detroit for compulsory 
arbitration of grievances and legis- 
lation that would enable employ- 
ers to come to the bargaining ta- 
ble “on an equal footing” with 
unions. 

President Truman was said to 
be considering the appointment 
of a committee of experts to 
study the need for new labor leg- 
islation. At the time of his mes- 
sage on the railroad strike, the 
president, without avail, asked 
Congress to name a commission 
to study the labor question. 

The appointment of such a com- 
mittee about the time of his ad- 
dress on the “state of the union” 
could conceivably be more timely 
politically, in that it might soften 
the voices of those most vocifer- 





THE NEW BALLOU & WRIGHT dealership in Everett, Wash. Other stores are in 
Seattle, Portland, Tacoma, Spokane, Eugene, Salem and Klamath Falls, Ore. Ballou & 
Wright this year celebrated its fiftieth anniversary, the firm first being launched as a 


bicycle shop in Great Falls, Mont., by Chas. F. Wright, the 
Oregon corporations, and the late 0. F. Ball 


Washington and 


president of both the 
jou. 





IN A PLANT CEREMONY, Florence Willard, wife of the late Theodore A. Willard, 


presented a plaque to Willard 
1902. S. W. Rolph, president, 


Willard was introduced to the group by ©. E. 


Storage Battery Co., 
accepted the plaque on behalf of the company. Mrs. 


which her husband founded in 


Murray, executive vice-president. The 


plaque, created by Cleveland artist Frank L. Jirouch, commemorates Willard’s adver- 


tisements as ‘‘farmer, engraver, 
Willard Storage Battery Co.’’ 


inventor, 


business man, explorer, founder of the 





Skinner Sees a Chance 
For Banner Olds Year 


LANSING.—Nineteen forty-seven, 
which marks the 50th anniversary 
of the founding of Oldsmobile, may 
well prove the banner year of the 

‘ division’s entire 
history, it is an- 
nounced by S. E. 
Skinner, general 
manager. 

While current 
economic condi- 
tions make accu- 
rate forecasting 
extremely diffi- 
cult, the outlook 
for the new year, 
if recent trends 
are at all indica- 
tive, is most favorable, he says. 

“Oldsmobile’s production in De- 
cember will be 20,460 new cars,” 
Skinner stated last week. “This is 
a postwar record for any month 





Shepard, Fuel Expert, 


Leaves Chevrolet 

DETROIT. — An engineering 
career that parallels the history 
of the automotive industry from 
the turn of the century will be com- 
pleted with the retirement Dec. 31 
of E. H. Shepard, research and de- 
velopment engineer on power and 
economy for Chevrolet. 

A specialist who has contributed 
importantly to the fuel economy 
claimed by Chevrolet through his 
contributions to modern-day car- 
buretor design, Shepard joined the 
firm in 1931. During the war years 
he served as a government advisor, 
having been named to the War En- 
gineering Board and serving as the 
Chevrolet representative on the Co- 
ordinating Research Council, a 
joint committee of the automotive 
and petroleum industries. 





ous in their demands for more 
severe labor laws. 

Another result would be the 
postponement of congressional ac- 
tion long enough to permit labor 
and industry to mend their differ- 
ences during the remainder of the 
year without government interfer- 
ence. 

The Truman statement was pre- 
ceded a few days by Senator Taft’s 
assertion that the Republicans 
hope to have a compact labor bill 
ready for presentation to the Sen- 
ate about the middle of February. 

* * * 


Case-CIO Deadlock 


Enters Second Year 

RACINE, Wis.—One of the na- 
tion’s longest strikes—that of the 
J. I. Case Farm Equipment Co. 
versus the UAW-CIO—went into 
its second year last week without 
indication of immediate  settle- 
ment. 

A payroll loss of $9% million in 
wages for 51 weeks of strike was 
estimated by the company which 
refused to agree to a union demand 
for wage increases in excess of 25 
cents per hour. More than 3,000 
workers were thrown out of work 
as a result of the deadlock, most 
of whom, it is said, have since 
found jobs elsewhere. 


Miller Named in St. Louis 

Maurice Miller, owner of Conti- 
nental Auto Salvage Co., has been 
elected president of the Greater St. 
Louis Used Auto Parts Assn. 





and is approximately three times 
the volume reached last April 
when the plants were reopened fol- 
lowing the UAW-CIO strike. 

“Oldsmobile production in 1947 
will be increased as rapidly as 
availability of materials will per- 
mit. During 1946 we were able 
to greatly expand and improve 
our plants and, as a consequence, 
are in excellent position to reach 
new volume peaks. 

“If the material supply picture 
continues to improve as it has dur- 
ing the past several months, we 
confidently expect to surpass any 
records yet achieved. This natural- 
ly will mean sharp increases in 
our personnel. At present we have 
8,707 men and women on our rolls 
and anticipate that by next June 
the number will have increased to 
approximately 10,800.” 

Skinner said that while the new 
1947 Oldsmobiles _ will incorporate 
definite improvements and refine- 
ments, plant shutdowns will not be 
necessary. A substantial percentage 
of new Oldsmobiles will continue to 
be equipped with General Motors 
Hydra-Matic drive. 

“Favorable production increases 
are also scheduled in Oldsmobile’s 
forge plant,” Skinner said. By next 
June, Oldsmobile is scheduled to be 
producing 133 different parts. 


Pratt 


(Continued from Page 1) 
mendations of President Truman’s 
Highway Safety conference in 
Washington last spring, groups at 
state and local levels now are be- 
ing established to assure organized 
support by the automobile, rubber 
and petroleum industries in the 
furthering of highway safety. 








Uniform Delivery 


Preparation Set 
For Ford Dealers 


DEARBORN. — Preparation of 
new cars. for delivery by Ford and 
Lincoln-Mercury dealers will be 
improved materially by a dealer’s 
uniform inspection procedure re- 
cently established by the Ford 
company, according to I. L. Pierce, 
director of parts and service. 


Many dealers already have an 
inspection system of their own, 
Pierce said, but a uniform system 
with an inspection report to be 
filled out for each new car deliv- 
ered will help guarantee against 
oversights that might result in 
customer complaints. 

The inspection report form is 
divided into three sections: “Serv- 
ice Operations,” which includes 
complete lubrication, inspection of 
radiator level, antifreeze protec- 
tion, fuel in tank, radio, tools, 
washing of cars, etc.; “Service In- 
spections,” which includes check- 
ing of oil filter lines and connec- 
tions, water hose connections, fuel 
line connections, front seat adjust- 
ment, windows, locks, toe-in-ad- 
justment, etc., and “Road Test,” 
which covers actual operation. 





Foreign Car Note 
Equipment Fails to Meet 


Pa. Safety Laws 


HARRISBURG, Pa.—Automobile 
dealers in Pennsylvania have been 
warned by Claude S. Klugh, man- 
ager of the Pennsylvania Automo- 
tive Assn., that the glass and light- 
ing equipment on some of the ve- 
hicles being imported from foreign 
manufacturers for resale to the 
American public do not meet state 
requirements insofar as official in- 
spection is concerned. 

“Application for certificate of 
title and/or registration must be 
signed under oath, and your atten- 
tion is called to the specifications 
itemized thereon,” Klugh said. 

“It is expected that in the near 
future announcement will be made 
by the state authorities as to the 
steps necessary to permit the issu- 
ance of an inspection sticker on 
the vehicles in question. 

“Meanwhile, an affidavit must ac- 
company applications for certifi- 
eates of titles on these vehicles, 
asserting that Pennsylvania glass 
and lighting requirements have 
been met.” 





Komro Builds 


Bill Komro, owner of the Komro 
Motor Sales Co., Durand, Wis., re- 
cently completed a two-story fire- 
proof garage and salesroom for 
the sale and servicing of Kaiser 
and Frazer cars. The first of the 
new cars have arrived. 





Chrome 


SHOWROOM FURNITURE 


Beautiful e¢ Sturdy « Comfortable 
CHAIRS e SETTEES e TABLES 
STOOLS e SMOKING STANDS 


LAMPS e CLOTHES TREES 





No 801 CHAIR 


@ Durable Leatherette in Many Colors 
@ Highest Grade Chrome Piating 


Illustrated Literature on Request 


* 
KAY-DAVIS COMPANY 


886-890 Gerard Ave. 
NEW YORK 52, N. Y. 











@ saves time and money 





@ eliminates danger of flash fires 


Watch for new 1947 car, truck and bus models 
equipped with the efficient, economical VENTALARM! 


The Whistling VENTALARM in Your Gas Tank: 


@ prevents blowbacks, overfilling 
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GAS TANK FILL SIGHA 
SCULLY SIGNAL CO., 88 FIRST ST., CAMBRIDGE 41, MASS. 
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Obituaries 


O’Neil Dies at 64; 
Dodge President 
For 17 Years 


DETROIT. — William J. O'Neil, 
64, who rose from an assembly- -line 
job to the presidency of Chrysler 
Corp.’s Dodge division, died Dec. 
15 at his home here. He had been 
ill since May. 

Mr. O'Neil retired in March, 1943, 
after a 42-year career in the auto 
industry. He started in 1904 as a 
lathe operator at the old Maxwell 

lant. 
a 3 When Walter P. Chrysler yee 8 

the plant, he promoted Mr. O’Neil 
to an executive position. In 1926 
he became Dodge president and 
general manager. He served dur- 
ing the war as general manager 
of the Dodge-Chicago aircraft 
plant. 





Funeral services were held Dec. 
18. Survivors include the widow, 
two sons, a daughter, a brother 
and five grandchildren. 

+ * * 


William A. Cunningham 
ADAMS, Mass.—William A. Cunn'ng- 
ham, 71, retired executive of the General 
Motors and Westinghouse companies, died 
Dec. 7 at a Boston hospital, where he had 
been a patient for the past four months. 
* * 


Alvin M. Hart 

PINE BLUFF, Ark.—<Alvin M. IH1rt, 
54, president of Hart-Scruggs Motor “o., 
died here Dec. 6. 

+ + + 

Wedworth V. Baker 

DETROIT.—Wedworth V. Baker, presi- 
dent of Detroit Sheet Metal Works, died 
Dec. 11 here. Burial was in the Roselawn 
cemetery, under the auspices of the Wayne 

Memorial Lodge, F. and A 

* * * 


Philip H. Inman 
PORT ARTHUR, Tex.—Philip H. In- 
man, 48, owner of the Inman Chevrolet 
Co., died here recently of a heart attack, 
* * * 


Eric H. Ellicott 
ATLANTA, Ga.—Eric H. Ellicott, sales 
manager for the Allied Plan of Service 
Merchandising, has been reported as one 
of the victims who died in the Winecoff 
hotel fire here Dec. 7. 
* * * 


Baisch 


TWIN FALLS, Ida.—Harry Baisch, 43, 


owner of the Baisch Motor Co., ted 
Dec. 14. 
* * * 
Vim X. Rye 


RUSSELVILLE, Ark.— 
owner of Vim Motor Co., 
here Dec 


Vim X. Rye, 56, 
died at his home 


+. + * 
Roy McKinney 
BLAKELY, Ga.—Roy McKinney, owner 
of McKinney Chevrolet Co. here, died re- 
cently. 
* * * 
Gaston G. Gross 
AKRON, O.—Gaston G. Gross, auto sup- 
ply dealer here, died of a heart attack re- 
cently. 
* * * 
Charles F. Linn 
PORT ARTHUR, Tex.—Charles F. Linn, 
vice-president and sales manager of Linn 
Motor Co., and one of the pioneer automo- 
bile dealers of the state, died recently. 
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BRITISH 
STANDARDS 





On actual registrations by retail 
purchasers are far outselling any 
other imported European car in 
Metropolitan New York. 


DISTRIBUTORS— 

DEALERS 

Here is a new and better oppor- 

tunity for additional clean revenue, 

with every owner meeting you 

- every day with a smile. 

| A few additional franchises will 

_ be favorably considered from bet- 

ter class applicants. 

FERGUS MOTORS, INC. 

1717 BROADWAY 















British Co-Ops 


Import U. S. Petroleum, 


Plan Outlets 


LONDON.—(UTPS)—The forma- 
tion of cooperative organizations 
in Great Britain, trading in ga- 
rage service, petrol retailing and 
vehicle building trades, was given 
impetus recently with the forma- 
tion of an international coopera- 
tive petroleum group which will 
draw its petroleum needs from 
Consumers Cooperative Assn. of 
Kansas. The American association 
will have 10 refineries, 450 oil wells 
and 1,600 miles of pipeline avail- 
able to feed the units here. 

The Scottish Cooperative Whole- 
sale Society, Ltd., was the originat- 
ing group and has been a major 


plan and will take a considerable 
share of the petroleum brought 
into Britain. 

The cooperative groups have en- 
tered also into the vehicle build- 
ing industries, having procured a 
former supply building at Perth, 
and are planning for the develop- 
ment of a motor coach body build- 
ing plant. 

It is also expected that a nation- 
wide chain of cooperative service 
stations and garages, servicing not 
only cooperative members but also 
the general public, will go into 
operation as soon as the essentials 
are available. 





What do you want to buy, sell or 
trade? See Classified Want Ads, in- 





side back cover this issue. 





CLASSIFIED 


WANT ADS 








HELP WANTED 





HELP WANTED 





EXPERIENCED PARTS MANAGER by 
Buick dealer. New York area. State pre- 
vious experience and rate of pay ex- 
pected. Box 1487, c/o Automotive News, 
Detroit 26, Michigan. 





Wanted: Parts Manager 


by large Ford dealer in Detroit 
area. Must have thorough 
knowledge of ordering and 
merchandising Ford parts, op- 
erating three parts wagons. 


State previous experience, 
present employment. Your re- 
ply will be held in strictest 
confidence. 

BOX 1498 
C/O AUTOMOTIVE NEWS 
DETROIT 26 





SALES MANAGER for large Ford dealer 
located Middle West who would be ca- 
pable of handling new and used car 
sales. Permanent position with excellent 
future. Write box 1494, c/o Automotive 
News, Detroit 26. 

WANTED—Service manager and parts 
man familiar with HUDSON. Good gift 
of gab and friendly personality essential. 
Western Ohio city of 50,000. Box 1490, 
c/o Automotive News, Detroit 26. 

TOP-NOTCH SERVICE MANAGER—Pro- 
gressive seven-year-old Mercury-Lincoln 
dealership with exclusive southern trad- 
ing area of 500,000 wants experienced, 
aggressive service manager. High pay for 
the man who can double our service vol- 
ume. Reply Box 1488, c/o Automotive 
News, Detroit 26, stating service back- 
ground and pay expected. 

DISTRICT SALES REPRESENTATIVES 
with five ere or more experience in 

le at bile operations wanted 
by automobile manufacturer for positions 
as District Managers. Some college train- 
ing preferred. Age 30 to 40. Traveling 
expenses and use of company car fur- 
nished. Our employees know of this ad- 
vertisement. Box 1491, c/o Automotive 
News, Detroit 26. 


PARTS MAN—Ford, Mercury and Lincoln 
dealer in New York area. One who is 
thoroughly familiar with details of Ford 
Motor parts system of merchandising. 
Not less than 15 years’ experience essen- 
tial. Must be trustworthy and aggressive- 
ly interested in parts sales and service. 
Good and commission for quali- 
fied parts man. Mail full particulars of 
past experience stating previous salaries 
received to Box 1483, c/o Automotive 
News, Detroit 26. 

AUTOMOBILE MANUFACTURER wants 
men for Service Representative positions. 
At least five years experience required. 
Age 28-40. Must be free to travel. Salary 
open. Our employees know of this ad- 
vertisement. Box 1492, c/o Automotive 
News, Detroit 26. 


MALE HELP 


WANTED 
PARTS MANAGER by Ford Deal- 
er—65 miles outside New York City 
in New England. Must have thor- 
ough knowledge of ordering and 
merchandising Ford parts. State 
previous experience, present em- 
ployment, rate of pay expected for 
54-day week. Your reply will be 
held in strict confidence. 
Box 1459 
c/o AUTOMOTIVE NEWS 
Detroit 26 


























WANTED—Field man experienced in fac- 
tory-dealer operation, must be familiar 
with service operation and schooled in 
business management, to represent na- 
tional promotion organization in the 
Southeastern states. We want a top man 
to replace one earning over $10,000. Must 
have car. Write, giving personal history 
and experience in the automotive field 
Box 1500, c/o Automotive News, De- 
troit 26. 


ZONE MANAGER 


Opportunity for major automobile execu- 
tive with previous experience both 
wholesale and retail. Position would be 
with distributor in a large middle west 
city. This is a well paid position with 








@ promising future for the right man. 
Box 1514, c/o Automotive News, De- 
troit 26. 








CHEMIST — AUTOMOTIVE PRODUCTS. 
Knowledge ‘of sound dampening, adhe- 
sives, saturated felts preferable. Desir- 
able that applicant be capable of super- 
vising group of Automotive Products 
Chemists. Permanent position with long 
established, progressive company. Excel- 
lent opportunities for advancement for 
right man. Location, Metropolitan New 
York area. Send resumes to Box 1460. 
c/o Automotive News, Detroit 26. 


WORKING SERVICE MANAGER wanted 
by Buick-Pontiac dealer. Small city 
Western New York. Excellent opportunity 
for good mechanic who knows how to 
manage the department. Fredonia Motor 
Corp., Fredonia, New York. 


WE WOULD LIKE to hire an experienced 
Chevrolet Service Manager who is quali- 
fied to take full charge of a shop that is 
averaging $15,000 in customer labor 
monthly. Must be able to understand 
Chevrolet products as well as factory 
methods. This is not just an ordinary 
job but is permanent. You can advance 
as rapidly as you are able to produce 
and warrant advancement by your own 
efforts. We are seeking a leader of men 
who has the ability to train and direct 
the entire personnel of a service de- 
partment, one who has a knowledge of 
sales promotion, service selling, handling 
people and directing mechanics. Full 
force of top mechanics now working. 
Shop well equipped with modern tools. 
Unusually pleasant working conditions. 
Many other personal benefits which we 
will cover in an interview. To the man 
that can meet our qualifications we will 
pay a high salary plus a bonus. In 
replying give complete history of your 
experience and what your present work- 
ing arrangement is. Our organization 
knows this advertisement is being run 
and your reply will be held in strict 
confidence. Reply to Box 1516, c/o Auto- 
motive News, Detroit 26. 


A LARGE FORD DEALER in North De- 
troit, 20 mechanics, 1,000 car contract, 
new building, excellent working condi- 
tions, $5,000 salary and bonus. Appli- 
cants must be experienced. Enclose pic- 
ture and give previous working refer- 
ences. Box 1497, c/o Automotive News, 
Detroit 26. (Replies confidential). 


WANTED PARTS MANAGER for large 
General Motors dealer. Must be aggres- 
sive, able to attract and keep depart- 
ment functioning smoothly, with progres- 
sive ideas for future business. Excellent 
opportunity, salary commensurate with 
ability. Replies kept strictly confidential. 
Address Box 1498, c/o Automotive News, 
Detroit 26. 


WANTED ASSISTANT service manager 
for large General Motors dealer, who de- 
sires to learn and further himself in 
automobile business. Must be aggressive 
and be interested in parts sales and 
service. Excellent salary for qualified 
man. Replies held in strict confidence. 
Address Box 1499, c/o Automotive News, 
Detroit 26. 


ONE OF THE OLDEST and largest Chev- 
rolet dealers in the United States, lo- 
cated in the Midwest, is expanding and 
is interested in hiring a General Man- 
ager to take complete charge of an en- 
tire dealership. This is a permanent po- 
sition with unlimited possibilities. We 
will pay a man of proven ability a gen- 
erous salary plus a liberal bonus. To 
qualify, you should be familiar with 
General Motors procedure—as to office, 
parts, service, product and policies. This 
is a fast moving organization and the 
job will take initiative, ingenuity and 
hard work. If you feel that you can 
qualify we would like to hear from you. 
All replys will be treated strictly confi- 
dential, Our employes are familiar with 
this advertisement. In your reply, please 
give your full name, age, advise how 
soon you could accept the position, list 
your last five employers, describing each 
position held in detail, remuneration and 




















why you left. Please enclose a recent 
picture, which will be returned upon 
request. Write to Box 1517, c/o Auto- 


motive News, Detroit 26. 


AUTOMOTIVE sales manager and regional 
men. Must have factory or branch ex- 
perience and know automotive wholesale 
distribution. Permanent, good-paying po- 
sitions with exceptional opportunity for 
advancement. Write full details to Sales 
Division, Bobbi Motor Car Corp., Box 
1528, Birmingham, Alabama. 





force in the development of the | 





HELP WANTED 








WANTED PARTS MANAGER—Preferably 
with experience in General Motors parts 
and one accustomed to handling $15,000 
to $20,000 volume of parts monthly. Sal- 
ary and over-ride based on volume com- 
mensurate with experience and ability 
of the party involved. This opening is 
in a General Motors dealership in a 
town of 250,000 population located in 
the South. Exclusive dealer in town. Un- 
less experience and ability qualifies you 
for taking complete charge of the retai! 
and wholesale handling of parts, con- 
tacting with independent garages and 
other dealers, please do not reply. If 
qualified and interested, apply to Box 
1518, c/o Automotive News, Detroit 26. 








DEALERS WANTED 


te sell 
Comet Motoscooters 


WRITE OR WIRE 


F ranklin-Weber Motors 








OLD ESTABLISHED Chicago Chrysler 
product dealer is seeking a capable and 
aggressive parts department manager. 
Must have considerable background, pref- 
erably Mopar, and be capable of reor- 
ganizing and developing that depart- 
ment. Box 1519, c/o Automotive News, 
Detroit 26. 





AUTOMOBILE OFFICE man, experienced, 
to take full charge. Age 25-40. One who 
knows the office end and is capable of 
growing into an executive position or 
profitable sales work. Salary $300 and 
bonus. We have been in one location 
in Detroit for 15 years, operating new 
and used car business and gas station. 
Box 1520, c/o Automotive News, De- 
troit 26. 


USED CARS WANTED 


SEVEN PASSENGERS, limousines. large 
fives; cars must be clean. Prices 
reasonable. McCLINTOCK - CADILLAC, 
Lansing, Mich. 








USED CARS FOR SALE 


WHOLESALING clean late model cars, 
Sam Greenfield, auto merchandiser for 
over 25 years. Cleveland address, 6700 
Euclid Ave., phone HE. 0232. Los An- 
géles, phone Granite 8950, Harold Lerner. 








1942 PACKARD DARRIN CONVERTIBLE, 


Vict. 5. A Hollywood dream car with 
low mileage. A-1 in every respect. Write 
or wire Krebs Motor Sales, Wakeman, 
Ohio, or Phone 492 Birmingham, Ohio. 





POSITION WANTED 





SERVICE MANAGER—Pontiac or Chevro- 
let. Eleven years experience. National 
recognition for accomplishments in this 
field. Not interested in less than $10,000 
per year plus. Box 1501, c/o Automotive 
News, Detroit 26. 





GENERAL MANAGER—Retail dealership. 
Complete knowledge of all departments. 
Capable of the highest type of operation. 
Reputation for management far above 
average. Interested only in exceptiona! 
opportunity. Box 1502, c/o Automotive 
News, Detroit 26. 





VETERAN—Married, served with Ordnance 
Department. Some executive and office 
experience. Well trained parts man, de- 
sires position with large dealer or dis- 
tributor only ‘‘on the job’’ training. 
West coast preferred but anywhere where 


housing available. Car manufacturer 
given special attention. Box 1523, c/o 
Automotive News, Detroit 26. 





SERVICE SUPERINTENDENT—A-1, with 
parts knowledge, available for large oper- 
ation or factory travel, East or West 
Coast. Please inquire for a _ live-wire 
man. Box 1503, c/o Automotive News, 
Detroit 26. 





PARTS AND SERVICE promotion man, 
with outstanding ideas, practical field 
background interested in position with 
manufacturer or large agency. Box 1504, 
c/o Automotive News, Detroit 26. 





MAINTENANCE MANAGER desires posi- 
tion with large dealership. Twenty years 
experience operating large service and 
parts department. Thorough knowledge 
modern methods service and parts mer- 
chandising including parts wholesaling. 
Capable obtaining peak shop production 
efficiency. Best references. Box 1521, c/o 
Automotive News, Detroit 26. 





BUSINESS FOR SALE 


RENTAL AND USED CARS—Well estab- 
lished, over $30,000 net last year. Com- 
plete with ten nice late cars (rented). 
Five year lease, new building downtown 
Miami. $23,000—half cash handles. Waco 
Motors, 1779 W. Flagler St., Miami, Fla. 


FOR SALE—Factory or warehouse prop- 
erty convenient, central location north- 
west side Cleveland, Ohio. Part of build- 
ing constructed recently modern power 
and light facilities. Truck loading dock, 
approximately 15,000 sq. ft. Industrial 
Management, Inc., 2100 Keith Building, 
Cleveland 15, Ohio. Phone Main 4012. 











DEALERSHIP FOR SALE 


FORD & MERCURY dealership in Mid- 
western town of 22,000. Inventory new 
and used cars, parts, tires, new truck 
equipment accounts (all guaranteed), 
furniture and fixtures, shop equipment, 
$61,000. Main building brick, 13,000 
square feet floor space, warehouse 3,000 
square feet. Parking and used car lot 
150x170 feet adjoining. Location on one 
of the main north and south U. 8. high- 
ways, in business section of city. Favor- 
able long term lease on all property. Old 
dealer retiring. Purchaser must be ac- 
ceptable to factory. Terms cash. Address 
Box 1509, c/o Automotive News, De- 
troit 26. 


DEALERSHIP FOR SALE located in Cen- 
tral Ohio. New building with everything 
modern 70x130 ft. Constructed of brick 
and cement. Located in London, one- 
half block from courthouse on U. 8S. 42. 
Now have DeSoto-Plymouth contract. 
Will sell building and invoice stock and 
equipment. Immediate possession. Miller 
Motor Sales, 23 E. High S8t., London, O. 











DEALERSHIP WANTED 


DEALERSHIP WANTED—Preferably in 
the South. Will pay cash for dealership 
with 500 to 1,000 new car potential. Will 
purchase complete inventory. Will as- 
sume lease or buy building. Replies wil! 
be kept strictly confidential. Box 1495, 
c/o Automotive News, Detroit 26. 





FOR SALE — 1941 Oldsmobile 8, 
body No. 30694. 
Gettysburg, Pa. 


sedan 
Gettysburg Motors, 





AUTOMOBILES WHOLESALE 
19465 
CHRYSLER, G.M. & FORD PRODUCTS 
CENTRAL SALES 
16220 Livernois Detroit, Michigan 
University 27317 
No letters—Phone up to 9 P.M. 





ne 
100 CARS 
Wholesale Only 


DOC GREINER 


TOLEDO, OHIO 
No Letters. Call Doc or Swan. 








THE “BIG” * 


AUCTION 


EVERY 


THURSDAY 


11:00 A. M. 
BUY CARS — SELL CARS 
The Great 


MID-WEST MARKET 
INDIANAPOLIS 
Coast to Coast Dealer Attendance 
APPROX. 200 CHOICE CARS 


The SCHAEFER Co. 


915 N. 
“‘Ken”’ Schaefer — “Chuck”? “Connell 





WHOLESALING five 1946 Packards 4/d 
sedans, one 1946 Packard 2/d sedan. 
Never driven. Phone HE. 0232, Sam 
Greenfield, 6700 Euclid Ave., Cleveland, 
Ohio. 


eee 
AUCTION 
Durham, North Carolina 
American Legion Grounds 


Every Thursday, 1:00 P.M. 


J. B. Leathers, Mgr. 
Sales Fee $5.00 Phone R731 


HOMETOWN SALES 
‘“‘Nearest to the North’’ 











50—1942 Plymouth 4 door se- 
dans, ex-taxis, $500 each ex our 
garage. Will sell all or part. 


Yellow Cab Company 
508 East Preston Street 
Baltimore 2, Md. 








AIRPLANES FOR SALE 





FOR SALE—New 1946 Stinson Voyager 
150, four-place, maroon and gray. Fully 
equipped, never cracked, total time 34.9. 
Price is $5,595. Prefer trading automo- 


bile, reason for selling, I have two 
planes. Gettysburg Motors, Gettysburg, 
Pa. 





BUSES WANTED 








WORKING SERVICE MANAGER required 
by Lincoln, Mercury dealer in New York 
area. Full charge of service with 12 
mechanics, also supervision of parts de- 
partment. Must have excellent character, 
fine personality. Not less than 15 years’ 
experience. Thoroughly familiar with 
Ford Motors system of merchandising 
service. Able to attract and keep sound 
service organization functioning smooth- 
ly with progressive ideas for future busi- 
ness. High remuneration for fully quali- 
fied man. Mail all details of experience 
and salaries received which will be kept 
strictly confidential. Address, Box 1484, 
3/0 Automotive News, Detroit 26. 


CLIENT INTERESTED IN PURCHASING 
new car agency with high allocation. 
References, bank and credit are of the 
best. General Motors and Chrysler prod- 
ucts preferred. Write full details in first 
letter. Replies held in strict confidence. 
Room 3302, 450 7th Avenue, New York 
City. 





WILL BUY one-half interest, with serv- 
ices, in dealership. West Coast. Good 
accountant, good all-around salesman. 
Specialty trucks, 20 years experience. 
Must be 100 or over contract. Now with 





Dodge. Reply confidential. Box 1506, c/o 
Automotive News, Detroit 26, 


WE BUY NEW BUS CHASSIS 


We are one of the largest purchasers of 
new bus chassis in America. We will buy 
for immediate or early future delivery ali 
new Chevrolet, Dodge, Ford, International, 
or ether make bus chassis you have avail- 
able. Prompt cash transactions. Call, wire 
or write giving prices f.o.b. chassis factory 
or other location. 


SUPERIOR COACH SALES CO. 


2335 N. W. 12th Street 
City 7, Okla. 
56-3538 
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BUSES FOR SALE 


942 DODGE 36-passenger bus (adults). 
New motor. Priced for quick sale. Scott- 
dale Motor Sales, Scottdale, Pa. 


“OR SALE—One 1936 Conventional Ford 
bus. Two 1936 Gar Wood buses. One 
1940 G.M.C. school bus. One 1946 Spar- 
ton coach. These buses are in good con- 
dition. Adrian City Bus Line, 2980 Treat 
Road, R.F.D. No. 2, Adrian, Mich. 


COMING TO... 
DETROIT 


Save Time! 


Get What You Want! 
This office has a complete list 
of members of our organization 
who will wholesale the cars 
you want. We will be glad to 
make hotel reservations for 
you. Wire or write 

MICHIGAN USED CAR 
TION 
344 Maccabees Bldg. Detroit 
Tel. Temple 3-3280 or 3-3281 

















EQUIPMENT WANTED 


METAL KARDEX inventory cabinets. 
Mueller White Truck Co., 816 Seventh 
Ave., Huntington, W. Va. 


TRAILERS FOR SALE 


FI 25-TON PONTOON TRAILERS, 31 
feet long, air brakes, 10x20 tires, priced 
for immediate sale, $700 lots of five. 
Five to six ton new four-wheel cargo 
trailers, 16 feet long, four-foot side- 
boards, electric brakes, 8-7/50x20 tires. 
4-KR-11 new International tractors, fifth 
wheel, air brakes, 11x20 tires. .4-5 to 6 
ton Diamond T new, 6x6 Tandem drive, 
front end winch. Southern Motor Co., 
Inc., 3509 Harrisburg Bivd., Houston, 
Texas. 


SEVERAL BRAND NEW LUFKIN built, 
underslung van trailers, 20 and 24-foot 
length, air brakes, 10x20 tires, fifth 
wheel. Price $1,350 and $1,550 each. 
Immediate delivery. Federal Truck and 
Equipment Co., No. 3509 Harrisburg 
Bivd., Houston, Texas. 
TRUCKS FOR SALE 
FOUR CAR CAPACITY, mechanical 
handling trailers, divided type, one 1941 
model and one 1940 model, both mount- 
ed on 1946 Dodge 2-ton trucks. Both in 
good condition. Write or wire Box 2489, 
Amarillo, Texas. 
NEW DUPLEX 5-ton tractor. 
529 Inch motor. 10.00 tires, 
house air brakes. Also 3-ton 
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ACCESSORIES FOR SALE 


DEFROSTERS for late model Chrysler 

products. Plymouth type, $2.25. Chrysler 
$1.25. Eleventh Street Motor Co., 
8. 11th St., Philadelphia, Pa. 


ACCESSORIES WANTED 


HEATERS—Gas overhead units, 150,000 
B.T.U. Complete with automatic con- 
trols and thermostats. Ready for instal- 
lation. Immediate delivery. Valley Mo- 
tors, Valley Center, Kansas. 


TIRES WANTED 


WANTED—Five new tires and tubes, size 
6.00-6.50x19, no prewar, advise price. 
Graeme Motors, Gulfport, Miss. 


MISCELLANEOUS 
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AUTO EQUIPMENT FOR SALE 











NEW AND USED CARS 





h oh Ui 
y 
1944 | | a 
‘) @ O’ 
NIN) C 
~ i wm 

















Villard € Sjenyes 





“WELL, ANYHOW, KIDDO_ YOU CAN START OFF WITH MY PLACE ON THE WAITING List* 








AGENCY WANTED 
EXPERIENCED MAN with executive and 


PARTS WANTED 
WHAT HAVE YOU TO SELL in automo- 





sales ability, seeking exclusive sales 
agency for Canada. Now residing in| Dile and truck parts? We may be the 
Montreal. Box 1522, c/o Automotive buyer you are looking for. Write to us. 


Fuller Auto Salvage, Box 628, Salina, 


Kansas. 

WANTED—Right and left lower control 
arms for a 1942 Super Buick. Gordon & 
Jacobson, Inc., Eighth Ave. at Library 
St., Homestead-Munhall, Pa. 


PARTS FOR SALE 


News, Detroit 26. 
PARTS WANTED 


WANTED—Old Ford motors suitable to 
rebuild. Models A, B, 60 and 85 h.p., 
V-8, 1932 to 1938. JUDGE MOTOR 
CORP., 81 Lake Ave., Rochester, N. Y. 

















an 
cab. Weber-Duren Inc., 2964 Teutonia 
Ave., Milwaukee, Wis. 











WANTED—Hool and grill for 1937 Ford 


BATTERIES—Wholesale. Victory Tire Ex- 
1%-ton truck. B. F. Harris, Griffin, Ga. en N. 54 - 


change, New Brunswick, 











CHRYSLER 


We Have Oil Filter Cartridges for the 1946 Chrysler 


REPLACES MOPAR No. 1123387 
Western Filter Pack No. 1330 
$1.05 net — up to 48 
$ 98 net — 48 or more 


Check your stock. Ask your parts manager. Better order now. Immediate delivery. 
These are guaranteed, first line filters. A very, very scarce item. 


ALSO AVAILABLE — 25% DISCOUNT — MOPAR NUMBERS 


15311 KINSMAN ROAD 


956286 
966569—Steering Arm—$1.25 net 
986492—Throttle control linkage $1.00 net 


BLAUSHILD MOTOR COMPANY 


PONTIAC PARTS 


One of the largest stocks of Pontiac 
parts in New England. We can help 
you on critical parts. Write us and 
we will be glad to mail you our 
weekly Parts Available List. 25% dis- 
count to all dealers. All parts shipped 
same day as order is received. 


DEALERS! 


University Motor Sales 
1971 Massachusetts Ave. 
CAMBRIDGE, MASS. 

Tel. Elliot 0500 


PONTIAC 


Parts Wholesaler 


Fast Midwest deliveries. Exceptionally 








CLEVELAND 20, OHIO 











large stock on hand. Prompt, courteous 
treatment. 25% discount to dealers on reg- 
ular discount items. We want your busi- 














Brand New 12 Ft. Open 
Cargo Truck Bodies 


Army cargo bodies with tarpaulins and bows; 
metal and wood sides, wooden floor. 
width 80 inches, length 144 inches. Will fit 
present day long-wheel base truck. Acquisition 
cost to government $425 each. Packed two to 
crate, 4,100 pounds total crate. Will wholesale 
at $85 each body in carload lots of 20. Picture 
on request. Write, phone or wire. 


FULTON AUTO EXCHANGE 


190 Edgewood Ave., N.E. 


MA. 2134 


ness. We can help you. 


THOMS PONTIAC CO. 
Phone Forest 8992 
5225 Delmar Blvd. 
ST. LOUIS 8, MO. 








PARTS FOR HUDSONS—Water pump Kits, 
list $8.90; fibre timing gears, any model, 
list $6.90; less 20%, 4 or more less 25% 
plus postage and 25 cents packing fee. 
Either type center steering bearings, also 
main bearings. Indianhead Manufactur- 
ing Co., Lima, Ohio. 

ALL-STEEL BODIES—National % and %- 
ton pickup boxes and platforms; imme- 
diate delivery. Special bodies built to 
order. Will deliver anywhere. Phone. 
write or wire for our low prices. Na- 
tional Truck Equipment Co., Waukesha, 
Wis., 225 Madison St., Phone 3363. 


SHOP EQUIPMENT WANTED 


EQUIPMENT WANTED—Complete chrome 
plating outfit, equipped with tanks large 
enough to do automobile bumpers. Blan- 
ton Dunn Co., Admiral Wilson Bilvd., 
Camden, N. J. Phone Emerson 5-1591. 


SHOP EQUIPMENT FOR SALE 

MARTIN FOUR POST air hydraulic hoists, 
floor type (2), practically new, priced 
for quick sale. Mohawk Auto Sales, Inc., 
33 Myrtle Ave., Stamford, Conn. 

PACKARD SCRIPT outdoor metal neon 
sign, 2 feet high, & feet long, 6 inches 
wide. Neon one side, plain letters other 
side, modern round ends, condition good. 
Being replaced by larger sign. Ideal for 
small dealership, one-half price. Bickel- 
haupt Motor Co., 127 Sixth Ave. South, 
Clinton, Iowa. 


FLOOR JACKS 
Walkers, Weavers—10 ton, $89 
42 GMO 6x6’s With Winch 


SHARPIES 
4120 Montgomery Road 
CINCINNATI, OHIO 








Body 














Atlanta, Ga. 














Improved Automatic 
TOW egeg te oy 4 Dealers 
Tow Bar 


ADAPTOW COUPLERS 
Per Set—$7.50 Dealers 


Amphibious GMC Ducks 
Amphibious Ford Jeeps 
$995 and $850 land or water 
use. Pass. or Frt. hauling. Swell 
for boat companies. Spectacu- 
lar for advertising purposes. 


* 


R. S. EVANS 


‘‘World’s Largest Dealer’’ 
1600 N. E. 2nd AVE. 
MIAMI, FLORIDA 





TOW BAR SALES Co. 
Factory Distributors 
TOW BARS—TRAILER HITCHES 
100 S. Clinton St. Chicago 6, Ill. 
ANDover 8888—DORchester 8373 
Order Today Immediate Delivery 














ACCESSORIES FOR SALE 
ENGINE REBUILDING—Crankshaft grind- 





NEW CAR DEALERS—Car radio, rear ing and metallizing. John P. Hughes 
compartment speakers. Endorsed by Motor Co., Inc., 800 Commerce S&t., 
dealers. Acclaimed by owners. The sen- Lynchburg, Virginia. 


sational new JEWELTONE CAR RADIO 
SPEAKER is now available for immedi- 
ate shipment in limited quantities to 
all parts of the United States. Installed 
in the rear parcel shelf of all makes of 
cars, the Jeweltone Speaker—with its 
remote volume control overcomes car 
driving noises—permits equalized volume 
bringing living room _ radio _ reception 
throughout the car. Installation time ap- 
proximately one hour. Shipped in four 
assorted colors. Unit complete with con- 
nection wires and instructions. Makes 





COMING TO FLORIDA? 


Drive one or more of your nice 
cars—new or used. Sell to us 
on your return. We will pay 
premium prices. 


+ 


every radio sale a ‘‘Deluxe Dual Speaker 

Package.’’ Provides additional gross— R. Ss, EVANS 

assures new car radio enjoyment for car ‘‘World’s Largest Dealer’ 
; , $21.75. aler net: ae 

owners. List price, $21.7 Deale 1600 N. E. 2nd AVE. 


lots of 10, $13.00 each. Lots of 20, $12.25 
each. Lots of 50, $11.50 each. FOB Ven- 
ice, Calif. Shipment COD or 5% discount 
if check accompanies order. Average 
shipping weight 2 Ibs. per speaker. Or- 
der today from: HAWLEY-CONDIT, 
Venice, California. 


MIAMI, FLORIDA 


Also Stores in All Principal 
Florida Cities 




















The Original INDIANAPOLIS . 
USED CAR AUCTION 
FULL 8Y EVERY WEDNESDAY 


FULL SWING 
SALE STARTS PROMPTLY AT 12 NOON 
PLENTY OF CARS — PLENTY OF BUYERS 


CHARLIE JOHN 
STUART & RAMP INC. 
1215 N. Meridian “PAT UCTIONEER Riley 8781 











HARTFORD DEALER OFFERS 
200 USED CARS AT 
LOW WHOLESALE PRICES 


@ All makes—All body styles. @ Most are low mileage cars, 
All year models from 1936-1942. have 5 A-1 tires. 
@ Lower prices than in any @ Rail facilities to all points daily 
other market. arranged by us. 
Call or Wire Us ... We Will Make Hotel Reservations 


CAPITOL MOTORS, INC. 
HARTFORD, CONN. 
Ask for L. Snow, General Manager 


368 MAIN ST. PHONE 717-8144 








ARE You INTERESTED? 


lied B 





in engaging the services of an experienced and q 
for your business? One who will work for your interests? 
FOR $9.00 PER MONTH 
Here is what we will de for you: 

. Analyze your business each month. 
Advise you of any item in your business that is not profitable. 
Point out ways for you to make more money. 
Answer all of your questions on management problems. 
Counsel with you on your sales and profit forecasts. 
Help you in the constant control of all costs and expenses. 
Furnish you with sound financial, sales and profit ratios. 
. Counsel with you on accounting problems. 
. Keep you posted on current and up to date sales and profit trends. 
Dealers are now collecting the chips and the factories are paying the bill. However, i 
will not be long before the factories will be collecting the chips and the dealers will be 
paying the bill. 
Now is the time for all dealers to organize their business (large and small) on # good, 
sound basis of business management. 

Simply clip out this ad, attach it to your letterhead and mail 

it to us. We will send you the particulars by return mail, 


J. B. VAN TASSEL ASSOCIATES 


AUTOMOTIVE DEALER BUSINESS OONSULTANTS 


439 Penobscot Bldg. Phone: RAndolph 5500 Detroit 26, Mich. 
EXPERT UNBIASED ANALYTICAL SERVICE FOR AUTOMOBILE DEALERS 


(Reference: Automotive News, Detroit) 
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Reading time: | minute, 54 seconds 





ec . 
Mother was one of the grandest organists you 


ever heard. As soon as I was old enough she had me sing- 
ing ballads to her accompaniment. When I was about fif- 
teen we were featured at a big music festival in our town. 


““A man in the festival audience came around 
after the concert and said he had a ‘position’ for me 
when I was ‘old enough’. ‘How old is that?’ I asked 
mother. ‘Right now,’ she said — ‘for your summer vaca- 
tion work’. Next day I asked the man for the job. 





the factory men now said he had a job for me ‘when I 
finished high-school’. 


“Music hath charms,’ and that’s surely how 
got started in the automobile business. But by the time 
I was nineteen my music had a big rival ambition. All I 
could think of now was someday having a place like the 
boss’s, all my own. 


*“A fter high-school, and seven years as a factory 
field man working in all sales and service phases of the 
automobile business, I knew just where I'd like to locate 
my own dealership. I was getting a world of experience. 
I studied the situation in every detail as though it was a 
piece of important music that I would have to play with 
harmony and precision. 


““Then I went to the De Soto officials with my 
ideas all worked out. I told them my voice ‘wasn’t what 
it used to be, but that I’d tried to put all my training 
into this great project of mine for the future.’ 


Bin WHAT THEY SAY | 
ABOUT MUSIC’ 
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“*All through the rest of high-schoul I worked 
my vacations in the man’s big automobile dealership. 
Once he asked me to sing for some factory officials over 
at his house after dinner. History repeated itself. One of 


**To make a long story short the De Soto officials 
finally said okay to my dealer application. It took all my 


savings and some borrowing to get 
the location I wanted in the town of 
my choice. But I got it. I still have it 
and today it’s grown to be one of the 
best and largest in the city. I'd 







say it was music that got me APPROVED | 
started, and hard work made SERVICE % 


my dream come true.” 
. . ° 


Another true story of indi- 
vidual initiative and enter- 
prise from the records of De r 
Soto Division, Chrysler Cor- 

: 4 
poration. 


PLYMOUTH * DODGE * DE SOTO 
CHRYSLER * DODGE “Job-Rated” TRUCKS 


Products of Chrysler Corporation 
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